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Behind Our Headlines 


Our price wars story, starting on 
page 18, is largely the work of Glenn 
Green, Jr., of NPN’s Washington bu- 
reau. 


A half-dozen staff members across 
the country collaborated in develop- 
ing the information. But it was Glenn 
who put together the whole ball of 
wax and who, perhaps more impor- 
tantly, did the on-the-scene digging 
for the facts about the Wilkes-Barre, 
Pa., war. 

Of his investigation of the Penn- 
sylvania imbroglio, Glenn memos us 
that, “It was a lot easier getting peo- 
ple involved in the Wilkes-Barre gaso- 
line price war to talk than it was to 
stop some of them. Every man had a 
story to tell and he wanted to be sure 
he left nothing out.” 

Glenn goes on: 


“Seriously, it was an agreeable sur- 
prise to find major company repre- 
sentatives, independent distributors 
and commission agents willing to do 
their share toward helping a reporter 
find the facts. Normally, in such a 
volatile situation, one might expect to 
find people ‘freezing up’ or trying to 
dodge embarrassing questions. I found 
not one single instance of that. Of 
course, nobody is going to claim the 
title of ‘villain,’ but frank and candid 
answers were the rule.” 

With only one person did Glenn 
have any difficulty in Wilkes-Barre— 
a fellow who kept demanding loudly 
what his “angle” was, insisting that 
“you must have an angle; everybody 
has an angle.” It took 10 minutes or 
so for him to explain his “angle” but 
it paid off in a fresh viewpoint on the 
situation. 

And helped make, we trust, for a 
story that NPN’s readers will find not 
only interesting but constructive. 


—Herbert A. Yocom 


os ® 
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MAINTENANCE 
) MANAGEMENT 
' BROGRAM 


ANOTHER FIRST FOR WHITE IN THE SCIENCE OF 
EFFICIENT TRUCK MAINTENANCE SUPERVISION 


THE WHITE MOTOR COMPANY, realizing the 


tremendous importance of efficient and econom- 
ical truck maintenance under today’s operating 
conditions, has developed the White Mainte- 
nance Management Program as a further service 
to fleet operators who do their own repair work. 


The White plan of Maintenance Management 
is based on a constant belief that the greatest 
improvement in truck maintenance will come 
from better supervision of the maintenance 
operations and more knowledge of the best and 
most modern methods for maintaining equipment. 


White's plan of Maintenance Management provides: 
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In making this plan available to truck operators, White 
has one interest in mind—improving the quality of truck 
maintenance throughout the industry and thereby reducing 
a very important part of truck operating costs today— 
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For complete information about the White Maintenance 
Management program, consult your White Representative. 
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Maintenance cost. 


AND 


FOR MORE THAN 
50 YEARS THE 
GREATEST NAME 
IN TRUCKS 





WHITE MOTOR COMPANY 
Cleveland 1, Ohio 





For Truck Operators Who Have No 
Shop Facilities, White Has Available 


White originated Guaranteed Maintenance as 
a service to truck operators who do not have 
a sufficient concentration of equipment in one 
location to warrant having shop facilities of 
their own. This plan provides complete main- 
tenance service at fixed cost to operators. 
Maintenance that is guaranteed, of necessity, 
does cost more. To make a guarantee it is 
necessary to include provisions in the esti- 
mated cost to protect the guarantor against 
operating conditions beyond his control. 


Where there is a fleet of sufficient size to 


GUARANTEED MAINTENANCE 


warrant an operator having his own shop, 
cost of maintenance, when performed by the 
operator's own shop, will be less than if fur- 
nished and guaranteed by an outside concern 
—assuming, of course, that proper mainte- 
mance procedures are used and good super- 
vision provided by the operator. 

And White’s plan is the most comprehen- 
sive and economical in the industry. Facts 
about White’s Guaranteed Maintenance 
program are available from your White 
Representative. 
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AHEAD OF THE NEWS 


Perpetuating the Jobber—Concern over jobber con- 
tinuity in the event of death or retirement has reached the 
stage at which some major oil companies are making avail- 
able or testing a new estate planning service, with the aim 
of offering it to distributors. The service was developed by 
the Provident Trust Co. of Philadelphia for use by supply- 
ing companies in any field. It is designed to be offered to 
distributors on an elective basis. Distributors using the serv- 
ice get complete estate planning advice from Provident’s 
experts—at no cost to themselves. They are then left to 
complete arrangements with local banks and insurance 
underwriters, after consulting their own legal counsel. 


New Midwest Supply—More oil products will be avail- 
able to marketers in the Twin Cities area if Great Northern 
Oil Co. goes through with its plans for a new refinery near 
St. Paul, Minn. The company has been picking up leases 
for almost two years in an area six miles south of St. Paul 
on the west side of the Mississippi River. The property runs 
from the river’s edge back to the Chicago Great Western 
Railway. The proposed 20,000 b/d to 25,000 b/d refinery 
awaits the building of a crude oil pipe line—either from 
the North Dakota part of the Williston Basin, or from 
Saskatchewan, Canada, fields. 


Wage-Hour Clarification—Local oil marketers may 
soon know where they stand with the Labor Department 
on wage-hour coverage of their employes. The department 
has begun a “stem-to-stern” study of its Wage-Hour Law 
enforcement policies. This follows protests by Texas and 
Louisiana oil marketers of “harassment” by Labor De- 
partment field investigators. The trouble results from legal 
interpretations of employe coverage made by past admin- 
istrations. The department is now reviewing the reason- 
ableness of these earlier decisions. 


Farm Outlook Brightens—The Agriculture Department 
predicts farm prices in 1954 will average close to current 
levels, and that both domestic and foreign demand for 
farm products will hold up for the next year. This means 
the sales volume of rural oil marketers should be good, and 
collection problems shouldn’t grow tougher. 


Ton-Mile Fight—The proposal of a Virginia legislative 
commission for a ton-mile tax on trucks is fanning anew 
the conflict between various states on the merits of the tax 
and its effects on reciprocity agreements. The Virginia plan 
includes the abolishment of all reciprocity agreements (ex- 
cept for license tags). It also calls for a 2¢ per gal. boost in 
the state Diesel tax. Other states are still storming over the 
Ohio axle-mile tax, adopted in October. Ten southern states 
have now followed the lead of six Midwest and Southwest 
states in cancelling reciprocity with Ohio. 
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TBA Gains Ahead—The year 1954 shapes up as a good 
one for TBA selling by oil companies. Estimates by 18 oil 
company TBA managers (at last week’s Oil-TBA conven- 
tion in St. Louis) add up to a predicted 10% gain in over- 
all volume. Predictions are based largely on the degree of 
emphasis given by various oil companies in the past. One 
company, believes its new stress on TBA will mean a gain 
of 35% over relatively low sales volume in the past. An- 
other company thinks its long history of full-scale TBA 
promotion has set a sales pace it cannot match in 1954. 
Ten of the 18 TBA managers surveyed predict sales vol- 
ume increases near 10%. Others are well above or below 
this figure. 


Nod to Freer Trade—It appears more and more that 
when the Randall Commission makes its report on foreign 
trade policies (probably by March), it will not recommend 
new trade restrictions. If anything, the commission may 
propose a relaxation of curbs. But this won't stop the 
backers of further restrictions on oil imports from waging 
an all-out fight in Congress, that’s where the matter will 
be settled. 


Cross-Canada Oil Flow—Interprovincial Pipe Line Co. 
is making a new move to increase the flow of crude oil 
from western Canada to Ontario refineries—thus increasing 
the potential product availability in eastern Canada. The 
company will lay about 600 miles of 24-in. and 26-in. loop 
line between Edmonton, Alberta, and Superior, Wis., and 
build nine pumping stations in 1954. In addition, a 645-mile 
extension of the Interprovincial line has now been com 
pleted between Superior and the Sarnia, Ontario, refinery 
area. The first crude should reach Sarnia late this month. 


‘Good-Roads’ Drive—Oil truckers and station marketers 
have a stake in a current push for a 40,000-mile interstate 
highway system. The American Assn. of State Highway 
Officials will try to get Congress to earmark $250 million 
to help build such a road system. The group will also do 
its best to get total federal road aid increased from $575 
million to $900 million. This would include the interstate 
highway plan, which will be pressed as essential to civil 
defense and to the nation’s economic health. 


‘Cartel’ Suit Alive—tThe Justice Department hasn't for- 
gotten about the “oil cartel” civil suit against oil companies 
operating overseas. DJ Antitrust Chief Barnes says, “We 
have a large staff engaged in the work of preparing this case 
for the earliest possible trial.” He notes that “the crowded 
condition of the (court) calendar” is delaying the trial. The 
“cartel” case has been snagged since mid-September, when 
the judge withdrew. A new judge must be assigned, who 
will set the date for resumption of the trial. 


For more Ahead of the News 


5 
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AHEAD OF THE NEWS 


Mapping Oil Defenses—Interior Secretary McKay has 
been given the job of planning how oil pipe line and bulk 
storage facilities can best be protected against loss from 
enemy attack. He also has been asked by the government 
to plan (1) how such facilities should be used during an 
attack, and (2) what priority should be given to rebuilding 
damaged facilities. A similar study is to be made (by the 
Interstate Commerce Commission) of oil truck and tank 
car operations. 





Temperature Correction Fight — Minnesota jobbers 
face a new battle to preserve the volumetric system of 
buying oil products that they won two years ago after a 
long battle. Previously, products were sold on the tempera- 
ture correction basis. This cost jobbers in the “cold” states 
many gallons a year through shrinkage. Now, a refiner- 
marketer in Minnesota is asking the Minnesota Department 
of Taxation to approve a third system of billing. It would 
have billing corrected to the average temperature for each 
month. For example, the average temperature for January in 
Minnesota is 18° F. All sales in January, therefore, would 
be corrected to 18° F. Oil men generally oppose the new 
proposal and are expected to argue against it in future 
hearings before the taxation department. They insist a third 
system would complicate the problem and be confusing. 
They also point out there is a 15° difference in the aver- 
age temperature between southern and northern Minnesota. 
As a result, picking an average for the entire state would 
be bound to work a hardship on some oil marketers. 


Cost Study Slowdown—Don't expect quick action by the 
committee of accountants chosen by the Federal Trade 
Commission to develop standards for using cost justification 
as a defense against price discrimination charges. There 
was behind-the-scenes struggling over who would be ap- 
pointed to the committee in the first place. And the cost 
justification question is so complex that the committee 
probably will have trouble reaching an agreement. Also, 
proposals made by the committee will have to be approved 
by FTC before they can be made effective. 


NPN Staff 


Plastic Truck Tank—Fuel oil marketers reportedly are 
showing interest in a new plastic truck tank now being 
offered by Brodix Corp., Fanwood, N. J. Makers claim a 
strength of 250,000 Ib. per sq. in. and a weight much 
lighter than steel (thus increasing the oil payload greatly). 


Natural Gas to Northwest—Fuel oi! marketers in the 
Pacific Northwest may now look forward to concentrated 
competition from natural gas when it becomes available 
(probably within three years). Five Washington State gas 
companies are being merged into Cascade Natural Gas 
Corp. of Seattle. These are Bellingham Gas Co., Bremerton 
Gas Co., Wenatchee Gas Co., Northwest Cities Gas Co. 
(serving six cities in Washington, Oregon and Idaho) and 
Consolidated Gas Co. (serving Yakima Valley). Cascade 
president is Stewart Matthews, a manufactured gas 
operator. 


PAD Still on Job—Petroleum Administration for Defense 
will not close up shop for “another two or three months.” 
That’s the report from Deputy Administrator La Fortune, 
who says “I had hoped all along that the agency could be 
abolished by the end of 1953, but it has become quite clear 
that this cannot be done.” He adds that plans for the 
“orderly” transition from PAD to the Oil and Gas Division 
of the Interior Department are proceeding “as expeditiously 
as possible.” PAD still has work to do on some defense 
studies. 


Solving Inventory Woes—Cutting back crude runs to 
stills is not the only method refiners are using to keep oil 
product stocks in hand. A few Mid-continent refiners are 
shutting down their plants for clean-out and repair. In most 
cases the refiners are taking longer than normal for such 
shutdowns with one planning to be off stream for about 
90 days. As one Oklahoma refiner says “It’s better to go 
down now for a clgan-out than to be forced down when 
my storage tanks run“over.” 
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WASHINGTON 


Probers Want Reply on ‘Squeeze-Out’ 


The Senate Small Business Com- 
mittee has by no means finished its 
West Coast hearings on the petroleum 
“squeeze-out” allegations. It wants the 
major oil companies to step up to the 
plate and take a few swings at the 
charges hurled by-some of the wit- 
nesses in the Seattle sessions. 

Big problem, however, will be get- 
ting at least one senator out to the 
coast during the coming legislative 
session. Congress will be facing a 
heavy—and hot—agenda. Most com- 
mittee members will hesitate to travel 
far from Washington. 

Nevertheless, the majors had better 
be polishing up their rebuttals. They 
eventually will be asked for them. 

Incidentally, the committee has a 
Dec. 23 target date for the first rough 
draft of its yearly report to Congress, 
which will include petroleum. It will 
not be filed, however, until Congress 
reconvenes and the committee ap- 
proves it. 

The West Coast “squeeze-out” 
charges will be covered, of course, 
and perhaps some conclusions will be 
drawn—without, apparently, a pres- 
entation of the other side from the 
majors. 


* No Cause for Worry 


Russian oil shipments to friendly 
nations have jumped sharply in 1953, 
rising to about 50,000-60,000 b/d 
from about 10,000 b/d in 1952. But, 
balanced against free world oil de- 
mand of about 12 million b/d, the 
situation is not viewed with too much 
apprehension by most government of- 
ficials. 

They don’t see strategy as the prime 
reason behind these Russian oil deals. 
In other words, it isn’t likely that Rus- 
sia would be sacrificing oil just for the 
purpose of annoying the U. S. and 
Britain. Rather, the feeling is that 
Russian trade has been generally de- 
pressed and it has found oil a good 
bartering material for getting some of 
the items it needs. 

Things are working out the other 
way also. Friendly nations are turning 
to Russia as outlets for products that 
can’t find buyers in the West. And, 
for this reason, the U. S. finds it hard 
to crack down on these deals. If, for 
example, the Iceland economy de- 
pends on fish sales and the U. S. has 
shut off imports of that product, then 
it can’t complain too much if Iceland 
is forced to trade fish for Russian oil. 

But the U. S. does step in and start 


cracking the whip when a friendly 
country, especially one receiving U. S. 
economic aid, offers higher prices or 
otherwise tends to discriminate in fa- 
vor of Russian oil—aside from any 
of the aforementioned circumstances. 
Attempts at such tactics have been 
limited, officials say, and the U. S. 
generally has managed to prevent con- 
summation of the deals. 

So all-in-all the story on increased 
Russian oil shipments to friendly na- 
tions is not as alarming as it might 
appear on the surface. 


Oil and Atomic Control 


President Eisenhower's proposed 
international agency for A-bomb and 
H-bomb control and pooling of 
atomic resources for peaceful use may 
affect modification of the Atomic 
Energy Act to permit industrial de- 
velopment of atomic power. The oil 
industry has a decided long-range 
stake in the turnover of A-power de- 
velopment to private industry. 

The international control program 
is sure to raise congressional fever to 
white heat with all sorts of arguments 
raging. It is already being questioned 
in some congressional quarters as an- 
other “international giveaway,” even 
while being praised generally as a 
stroke of statesmanship. 

If this debate boils too long or too 
close to the legislative developments 
on changing the basic atomic law, it 
could spell a snafu. In other words, 
Congress could get so hot and both- 
ered about the international aspect it 
might just set the whole atomic stew 
to the side of the stove. 


Taking Up the Challenge 


A year ago, we transmitted the 
challenge of world bank engineer for 
somebody to develop a new industry 
to satisfy the European needs for 
more fuel. This involved the liquefica- 
tion of natural gas (where it is being 
largely wasted in the Middle East) 
and moving it under extreme cold and 
by special tankers to points of use 
where it could be vaporized into gas 
systems. 

There was some limited interest 
evidenced by the major companies 
plus an engineering and consulting 
firm. But now it appears that a U. S. 
independent has picked up the ball 
and is heading downfield. The goal 
line is still a long haul away but work 
has actually begun on developing this 
idea for domestic purposes. 
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PETROLEUM INDUSTRY INDICATORS 


NPN PRICE AVERAGES* 
Refinery /Terminal 


(¢ per gal.) 
Dec. 11 Nov. 9 Dec. 8 
1953 1953 1952 
Gasoline 12.20 12.39 11.34 
Kerosine ...10.29 10.41 9.94 
Distillate 8.96 9.08 8.53 
Residual 4.20 4.07 3.44 
4 principal 
products 9.22 9.30 8.48 
Lube Oil 17.73 18.39 23.06 
Crude at well 
(per bbl.) .$2.83 $2.83 $2.56 


_*Weighted average price, prin- 
cipal markets. 














Week Week 


BIn)) WEEKLY PETROLEUM STATISTICS Ended = Endod 


Nov. 7, Nov. 29, 
1953 1952 
API Data 


U. S. crude oil production (thous. bbl. daily) __. rk 6,038 6,394 
Crude oil imports (thous. bbl. daily) 571 477 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) ee the 6,962 6,809 
Foreign crude included (thous. bbl. daily) 651 639 
% of refinery capacity operated : a“ : 89.5 91.9 


Refinery Output 
Gasoline (thous. bbl.) 23,552 23,518 
Kerosine (thous. bbl.) 2 DEE PERL PRET De ae om 2,314 2,894 
Distillate fuel oil (thous. bbl.) : 10,071 10,216 
Residual fuel oil (thous. bbl.) 8,252 8,785 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 150,098 143,732 129,470 
Kerosine (thous. bbl.) a ; 34,775 37,578 31,142 
Distillate fuel oil (thous. bbl.) ‘4 i 130,053 135,873 114,362 
Residual fuel oil (thous. bbl.) ...... Ge EP 51,073 51,336 50,658 
Crude oil—B. of M., 1 week earlier (thous. bbl.) .. 282,573 286,401 265,524 


mma)) MONTHLY MARKET TRENDS Latest Previous Year 


Month Month Ago 
Petroleum products in secondary storage (thous. bbl.) 54,889 (Sept.) 52,468 57,900 
Exports of crude and refined products (thous. bbl.) 11,191 (Sept.) 10,805 12,283 
Average station gasoline price, ex tax (¢ per gal.) 21.79 (Nov. 1) 22.01 20.17 
Gasoline consumption (million gal.) .................. 4,419 (Aug.) 4,552 4,160 
Service station building permits (number) ...... 449 (Oct.) 449 392 
Passenger cars—factory shipments (thous.) . Re 3 533 (Oct.) 473 480 
Trucks and buses—factory shipments (thous.) ae oe 89 (Oct.) 96 135 
Automotive replacement tire shipments (thous.) See ap Segtaue’s 4,246 (Oct.) 4,438 4,574 
Replacement battery shipments (thous.) ee 2,853 (Sept.) 2,707 2,874 
Oil burner shipments (thous.) he 5 sg wa Gea ES 95 (Aug.) 80 85 
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SUPPLY AND DEMAND 


Supply Cutback—Evidence that the 
industry has not yet restored its oil 
supply-demand balance came last 
week from Sinclair Refining Co. 
The company cut back its crude 
runs to stills by 15,000 b/d (equal 
to 4% of previous output rates). 
Sinclair President P. C. Spencer 
says this will allow the company to 
keep product stocks at 1951-1952 
levels. He thinks top-heavy industry 
stocks, caused by excessive refinery 
output and warm weather, “call for 
prudent restraint.” 

Inventories Dip—Encouraging from 
this viewpoint was the drop of 
4,295,000 bbl. in distillate and kero- 
sine stocks in the week ended Dec. 
5. So was the fact gasoline stocks 
had only a 256,000-bbl. increase— 
compared to a whopping 5,000,000- 
bbl. gain the week before. Residual 
inventories had a slight rise. But 
crude runs dropped below 7 million 
b/d — reducing refinery capacity 
operated by 1.5%. 

Days’ Supply—A good gauge of the 
industry’s position is in the days’ 
supply outlook. The figures confirm 
the worry of some oil men. At the 
start of this month, the industry’s 
primary stocks of distillate fuel oil 
equalled 65 days’ demand — far 
above the 5i-day supply a year 
earlier. However, distillate stocks 
were shaved by five days’ supply 
during November of this year, and 
the onset of cold weather should 
cut into oversupply. Gasoline, at 
45 days’ supply, was also higher 
than last year, when there was a 
41-day supply at the start of De- 
cember. But kerosine and residual 
fuel oil were both lower than last 
year. Kerosine was down to 70 
days’ supply from 77; while resid- 
ual dipped to 28 days’ supply 
from 29. 

Lube Export Loss—On the lubricat- 
ing oil front, there is still no indica- 
tion from refiners on how they plan 
to combat the drop in foreign de- 
mand. U.S. motor oil exports for 
the first nine months of the year 
were 2,916,000 bbl.—a big drop 
from the 4,142,000 bbl. total in the 
same period last year, and an even 
bigger drop from the 4,444,000 bbl. 
figure in 1951. 

Pennsylvania View — Possibly the 
hardest hit have been the Pennsyl- 
vania refiners, faced with stiffening 
competition from lubes refined in 
other U.S. regions, plus the threat 
of imported lubes. They think one 
reason for the slump in domestic 
demand for their oils has been the 
failure of stations “to do a good 
enough selling job.” 


Four Cylinder ““V” 
Type pressor 





HAMPIONS 


EXTRA FEATURES 


Exclusive aero-dynamic 
features that mean... 


© LONGER LIFE 
© MAXIMUM PRESSURE 
© MINIMUM RUNNING COSTS 


The air compressor is a mighty important 
unit in any service station. Many vital 
customer services depend on it. So, 
exactly the right compressor for the sta- 
tion's particular requirements should be 
selected. Your new compressor must 
give you endurance plus dependable per- 
formance plus economy. These neces- 
sary qualities are determined only by the 
materials, workmanship and practical 
design of the compressor—not by any 
one single feature. That's why we ask 
that you check and compare the Extra 
CHAMPION Features before you make 
your choice. Check point-by-point and 
you can't help but pick—the “‘Champ”" of 
Compressors—a CHAMPION. 


54 MONEY-SAVING MODELS 
A model to fit every service station need 
Ys hp. to 10 h.p.=- stationary or portable 
horizontal or upright 


FREE copy of the New 
Champion Catalog. 








A complete service for creating and producing service station 
banners, pennants, posters, streamers, and traffic-stoppers that 
sell... used last year by 61,700 stations. 


Design 
Production 
Distribution 
Merchandising 


Idea, art and development service — from your 
thought or sketch to finished display. 


Facilities for fast production of outdoor displays 
—in paper, cloth or plastic. 


Quick, accurate setup for collating, mailing or 
drop shipping—to one station or 20,000. 


Advertising sheets furnished for your dealer mer- 
chandising catalogs, manuals, etc.—or ready- 


made promotion folders. 


Send for catalog of Pratt's ready-to-install sta- 
tion display material. ideas for every occasion. 
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CHINESE TOP: Power source in this ancient top was 
a bow which unwound a string and whirled the 
feather blades. As boys, the Wrights experimented 
































mB ni 


with this primitive helicopter. 


























LILLIENTHAL’S ORNITHOPTER: 
Leg muscles powered this early 
attempt to fly. With counter- 
balances offsetting the oper- 
ator’s weight, he managed to 
lift the machine several inches. 
































LANGLEY’S AERODROME: A steam engine 
powered this model which flew 3200 feet 
in 1896. Efforts to fly it as a full-sized, 
man-carrying plane met with failure. 


WRIGHT'S FIRST PLANE: Gasoline, a light, 



































efficient and portable power source, was one 
reason the Wright brothers were able to make 


the first controlled heavier-than-air flight. 


The Power to Fly 


Awona popular misconceptions is the 
idea that the Wrights built a sort of 
box kite, added an engine—and flew. 
Actually, their success followed one of 
the most patient and original research 
programs ever undertaken. 


From wind tunnel and glider studies 
they learned the basic aerodynamic laws 
which led to powered flight. Their thor- 
ough knowledge of earlier power sources — 
from rubber-band plane through attempts 
at using steam—showed them the key to 
success lay in the light, efficient internal 
combustion engine and its light, efficient 
source of energy, gasoline. For successful 
flight they needed the power to fly. 


Fifty Years of Progress in Powered Flight 


The combination of an aerodynamically 
correct plane, internal combustion en- 
gine and gasoline—first put together by 
the Wrights— was fundamental to the de- 
velopment of powered flight. Fifty years 
of progress in powered flight have come 
through research in each of these fields. 
7 7 ry 

Keeping pace with aviation’s advances, 
Shell has continued to develop finer fuels 
for the Age of Flight. Through one of 
the world’s largest research organiza- 
tions, Shell is already at work on the 
fuels and lubricants aviation will need 
for new advances—in every type of in- 
ternal combustion and jet engine. 











contributions to the develop of ti 





1914—Every gallon of aviation fuel used by 
the Allies from the start of World War I to 1917 
is Shell gasoline. 
1919—Shell begins the pioneer research which 
proves anti-knock superiority of cracked gaso- 
lines, formerly believed inferior. 
1927—Evaluations of fuel performance, with 
the first variable-compression-ratio engine, mark 
the beginning of Shell’s Wood River engine 
laboratory, later to become one of the nation’s 
largest engine-testing centers. 
1934—Shell delivers 100-octane gasoline to 
Army Air Corps in first commercial quantities 
at 71¢ a gallon. Its previous cost had been $25. 
1942—Cumene, fuel additive developed by Shell 
and made available to entire industry, results in 
20 % increase in production of 100-octane gaso- 
line during first 2 years of World War II. 
1949—Shell develops the additive, TCP, to in- 
crease the efficiency of military aircraft engines 
by counteracting the effect of metallic deposits. 
Today, in the U. S. A., more passengers, 
freight and air mail are flown on Shell 
aviation fuel than on any other. 








1903-1953 
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DJ Renews War on Sun Station Contracts 


The government’s theory of what constitutes an “exclusive deal- 


ing” contract between a 7 
service station operators will 


oil company and its Independent 
tested a third time with the Jan. 18 


opening in Philadelphia of ‘civil proceedings against the Sun Oil Co. 


The Justice Department alleges that Sun violated anti-trust law 
provisions for more than 20 years by forcing exclusive dealing agree- 
ments on 10,000 Independent retailers. 


Sun replied there is absolutely no basis for the 7% 


it has indulged in no coercion and that it abandoned in 


937 the 


type of contract against which exclusive dealing charges might have 
been valid. The company also says it has written contracts with only 
6,500-odd Independent operators, not 10,000. 


In two previous cases, against Stand- 
ard Oil Co. of California and Richfield 
Oil Corp., Justice Department won 
decrees which the Supreme Court up- 
held. 

The Sun trial, which required three 
years, almost to the day, to begin will 
start off under unusual circumstances. 
Federal District Judge J. Cullen Ganey 
will hear it in “small packages” with 
recesses in between. In setting the trial 
date last November, Judge Ganey said 
the court’s crowded docket would not 
permit an uninterrupted hearing of the 
case. 

Government attorneys will begin by 
presenting evidence defining one spe- 
cific Sun marketing area. Then, there 
will be a recess followed by a presenta- 
tion of evidence on another area, a 
second recess, etc. However, if two 
judgeship vacancies in Pennsylvania’s 
Eastern District should be filled, Judge 
Ganey said, it might be possible to 
speed things up with continuous hear- 
ings. 

Opening day could, of course, see 
some unexpected developments. There 
could be motions to throw out parts 
of the government complaint, etc. 

When the suit was filed, Jan. 12, 
1950, J. Howard McGrath was At- 
torney General in President Truman’s 
Democratic administration and Her- 
bert A. Bergson was Antitrust Division 
chief. They have been replaced by the 
Eisenhower Administration’s Herbert 
Brownell, Jr., and Stanley N. Barnes. 
Government trial attorneys are W. B. 
Watson Snyder and David Fields (both 
participants in the original action) and 
George W. Wise. 

West Coast Counterparts—The suit 
is substantially identical with the two 


previous West Coast actions. Present 
indications are that the government 
will file others if it is successful in the 
Sun proceedings. 

The department’s complaint charges 
that Sun violated Sect. 1 of the Sher- 
man Antitrust Act, which prohibits 
contracts in restraint of trade; and 
Sect. 3 of the Clayton Antitrust Act, 
which prohibits sales under a condi- 
tion, agreement or understanding that 
the purchaser will not deal in the 
goods of a competitor. 

It said Sun entered such agreements 
with dealers under threat of cancella- 
tion and actual cancellation of exist- 
ing supply contracts or leases if com- 
petitors’ products were handled. 

Involved in the complaint are petro- 
leum products—gasoline, motor oils 
and greases—and auto accessories 
ranging from tires and tubes to anti- 
freeze. 

Government’s Aim — The govern- 
ment wants the court to order existing 
contracts and agreements between 
Sun and its dealers cancelled and to 
direct that new contracts or leases be 
issued specifying: 

1. A lease term of not less than five 
years. 

2. Guarantee of the lessee’s right to 
freely transfer or assign his lease. 

3. Restriction of Sun’s right to can- 
cel leases to a situation in which there 
has been a breach of “reasonable” 
covenants, such as illegal use or waste 
of the premises or non-payment of 
rent. 

4. A requirement that Sun give at 
least 90 days written notice of cancel- 
lation. 

Briefly, the government said that 
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Sun has enforced these specific condi- 
tions on its dealers: 

1. A ban against the installation of 
storage or dispensing equipment for oil 
products of competitors or to sell oil 
products other than those supplied by 
Sun. 


2. Reserving the right to charge a 
penalty of 1¢ per gal. on expected fu- 
ture sales of oil products by the station 
plus a 1¢ per gal. penalty on all gaso- 
line, motor oils and grease sold by the 
station in the past if the operator failed 
or refused to purchase from Sun his 
entire requirements or certain mini- 
mum quantities. 

3. Retaining the right of Sun to can- 
cel a contract on as little as 24 hours 
notice if the operator installed equip- 
ment of a competitor or sold com- 
peting products. 

In addition, the government alleged 
that Sun used numerous devices to 
“compel” dealer compliance with sup- 
ply contracts, such as increasing station 
rentals, refusing to continue or renew 
short leases, halting deliveries of gaso- 
line and retaining money deposited by 
operators with Sun. 

Sun’s Reply—Sun President Robert 
G. Dunlop denounced the complaint as 
based on “erroneous and extravagant” 

contentions and 
called it merely a 
“conglomeration 
of false charges, 
innuendoes and 
misleading  state- 
ments.” 


He said that 
Sun’s dealers are 
: “in every sense, 
4 Independent busi- 
mo nessmen” who 
R. G, Dutep “use their own 
money and credit to buy their stocks”; 
that each “establishes prices for his 
goods and services”; and that each 
“hires his employes and fixes their 
hours of work and rates of pay.” 
He denied specifically that Sun's 
contracts barred dealers from selling 
other petroleum products, or that Sun 
exacted “monetary penalties” as al- 
leged. 
In its formal answer, Sun said it was 
“common business practice” to use 
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LEGAL 


supply contracts setting minimum and 
maximum amounts of products a 
dealer can buy. 

“This is necessary in order that the 
seller may know his total commitments 
and the buyer may be reasonably as- 
sured of a minimum supply for the 
period under contract,” the answer ex- 
plained. 

Sun’s published price lists “provide 
for quantity discounts and incentive 
bonuses based on the volume of prod- 
ucts purchased by the operator but in 
no way are conditioned upon the par- 
ticular operator’s maintaining exclusive 
dealing with the defendant,” the brief 
declared. 

The company denied categorically 
that any supplementary agreements, 
written or oral, had been entered into 
which would “bind the operator to deal 
only in petroleum products and ac- 
cessories sold by the defendant.” 


Ruling Puts Gas Rates 
Under FPC Regulations 


Some 2,300 natural gas companies 
which had not been under federal 
regulation now must have their rates 
approved by the Federal Power Com- 
mission. 

That was the net effect of Supreme 
Court action in which the court re- 
fused to hear an appeal on a lower 
court’s ruling that gas companies 
which sell to interstate pipe lines are 
under FPC jurisdiction. 

It might mean, eventually, lower 
gas rates to the consumer. At least 
that is the view of a number of muni- 
cipalities and other consumer groups 
who had made the suit a test case of 
Phillips Petroleum Co. in an effort 
to force FPC to regulate the rates of 
that company. 

Those favoring FPC regulation of 
gas gatherers who sell to interstate 
pipe lines have contended that unless 
the FPC regulates that group, it can 
not effectively regulate interstate pipe 
line rates because the pipe line com- 
pany rate naturally would depend on 
what it had to pay the producer. 

How is the decision going to effect 
the oil industry generally? 

Apparently, FPC authority would 
reach the well itself, since that is 
where the supply starts. Further, it 
might regulate the sale of gas fields 
and reserves since these sale prices 
would have a bearing on rates. 

Some observers feel that even oil 
operations will be affected to some 
extent because, they point out, de- 
velopment and use of a field usually 
includes both oil and gas. The price 
leases and royalties might conceivably 
come under FPC jurisdiction. 
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Before that happens, however, it 
is logical to expect that some counter 
action will be attempted. It is virtually 
certain that a bill will be introduced 
in the next Congress which would re- 
move producers from FPC rate-setting 
authority. A bill of this nature was 
submitted by Senator Kerr (D., Okla.) 
in a previous session of Congress. It 
passed, but was vetoed by former 
President Truman. 

In the absence of any congressional 
action, FPC is in 2 position of being 
forced to move ahead with establish- 
ing rates for producers, even though 
the commission had opposed the ac- 
tion which gave it such authority. 

The consumer groups probably 
will press for prompt FPC action, and 
it is generally taken for granted that 
FPC will use the Phillips case to set 
up broad standards to apply to other 
producers. 


LABOR 


Should the FPC take the “slow” 
way by holding long and involved 
hearings for each producer, it would 
take years to get producers’ rates 
established. FPC has not indicated 
yet how it intends to handle the 
problem. 

Phillips has asked the Supreme 
Court to reconsider its action, but un- 
less such consideration is given and 
the Appeals Court ruling reversed, 
the only course open for FPC would 
be to establish rates for producers. 


... in brief 


Richfield Case Shortcut-— The Na- 
tional Labor Relations Board has 
postponed indefinitely the hearing on 
a complaint that Richfield refused to 
bargain with the union over an em- 
ploye stock-purchase plan. 


Union Blast Charges of Communism 


A union official has labeled 
as a “political smear against all 
organized labor” charges which 
prompted the dissolution of a 
Texas oil workers’ union. 


O. A. (Jack) Knight, president of 
the Oil Workers International Union 
(CIO), loosed the blast against Com- 
munist-domination charges by Texas 
Atty. Gen. John Ben Sheppherd, 
which caused the break-up of the Dis- 
tributing, Processing and Office Work- 
ers of America, the object of Shepp- 
herd’s attack. 

Meanwhile, Local 1814 of Sabine 
Area Industrial Union has taken over 
where DPOWA left off and has be- 
gun a drive to organize service station 
workers in the Port Arthur area. 
Plans for the drive were laid at a 
meeting attended by 500 workers 
from more than 100 Port Arthur 
stations. 

Mr. Knight claimed Gov. Allen 
Shivers’ investigation into Mr. Shep- 
perd’s charges against DPOWA “ob- 
viously is going to be phony. The 
State Industrial Commission is an 
unbalanced and unrepresentative body 
with no CIO representation.” 

If Mr. Shepperd had been truly 
concerned with curtailing Commu- 
nism, Mr. Knight went on, “he would 
have left the matter to the CIO and 
other legitimate labor organizations, 
or at least would have co-operated 
with organized labor. 


Mr. Knight guaranteed in behalf of 
OWIU that no Communist-dominated 
group ever will become influential 
among Gulf Coast oil workers if Atty. 
Gen. Shepperd and Gov. Shivers “will 
simply keep out of the way and quit 
fogging the air with false accusations 
and wild rumors.” 

No formal demands have yet been 
made in the Port Arthur union drive, 
but a Local 1814 official said a com- 
mittee probably will be appointed 
soon to contact dealers. 

A service station dealer group said 
AFL representatives have been visit- 
ing dealers with a proposal to bypass 
CIO and sign with AFL. 

But spokesmen say dealers are “de- 
termined to fight to the bitter end be- 
fore signing with anybody.” 

As an outgrowth of the growing 
controversy touched off by Mr. Shep- 
perd’s remarks, a legal advisory com- 
mittee has been appointed to help 
draft laws against alleged subversives 
in Texas unions. Members include 
Mr. Shepperd; L. N. D. Wells, Dallas, 
for labor, and Martin Harris, Austin, 
for the state bar of Texas. 

Texas Industrial Commission, with 
which the committee will work, has 
found evidence which indicates three 
“isolated” unions in the state are 
Communist-dominated or influenced. 

Except for the leaders, the commis- 
sion said, it found no Communist 
members of any Texas union. 
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NEW OIL DISCOVERY in Australia may be answer to search for. .. 


More Oil for the Free World 


In addition to its potential contribution to the world supply 
of petroleum, the new oil discovery in Western Australia could play 
a major role in the defense plans of the Western Powers. 


Actual extent of the discovery is undetermined at the moment. 
But industry leaders are hopeful it may be another Saudi Arabia— 
but not one under the shadow of the Soviet. 


With its geographic relation to the 
Asiatic continent, the Middle East and 
other key areas of the world, the first 
commercial discovery of oil in Aus- 
tralia could prove to be of vital sig- 
nificance to the free world. 

Industry leaders are pointing up the 
strategic location of the new field in 
relation to logistics and security of 
supply. By tradition and by ideology, 
Australia has a close alliance with the 
U. S. and the Western Powers. More- 
over, there is comfort to be taken from 
the span of miles between Russia and 
Australia. 

On the other hand, the inflammable 
state of the Middle East and the un- 
certain political affiliations of its coun- 
tries offer no such stability. The 
shadow of Russia hovers over the rich 
Middle East fields. Should hostilities 
flare up, the fields would most cer- 
tainly be neutralized. 

This places considerable import on 
the new fields. 

Survey Field’s Future—As to the 
actual extent of the discovery or its 


potentialities, little is revealed at the 
moment. However, a decision outlin- 
ing the extent of the future develop- 
ment of the field is expected to be 
reached within two weeks. 

Just what the decision might in- 
volve was not revealed by George M. 
Cunningham, president of American 
Overseas Petroleum, Ltd. He headed 
the group of technicians responsible 
for the selection of the site of “Rough 
Range No. 1”, the first wildcat. 

American Overseas is jointly owned 
by Standard Oil Co. of Calif. and The 
Texas Co. In turn, these two compa- 
nies comprise the California Texas Oil 
Co., Ltd. which holds an 80% interest 
in the Western Australia Petroleum 
Proprietary, Ltd. (WAPET), the op- 
erating company which struck the oil; 
the remaining 20% is held by an Aus- 
tralian company, AMPOL Petroleum, 
Ltd. 

The new discovery was the result of 
more than two years of mapping, 
geological and geo-physical explora- 
tion, analysis and planning. In an 
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isolated, near-desert section of Aus- 
tralia’s west coast, Rough Range No. 1 
is located just inland from Exmouth 
Gulf, some 700 miles north of Perth. 

Tests Show Promise—aAt the first 
wildcat, oil showings were found on 
a sand at 3,605 to 3,620 feet. Perfora- 
tion tests were reported to have shown 
a very waxy crude oil which flowed 
for 25 hours, at the rate of 23 barrels 
per hour through a % inch, bottom 
hole choke. With the completion of 
the tests at this depth, drilling has been 
resumed in accordance with the ori- 
ginal plans for deep testing. 

In general terms, prospecting per- 
mits are held over some 350,000 
square miles of the territory. This 
roughly rims the coast from the eastern 
boundary of the State of Western Aus- 
tralia to its southwestern tip. Included 
in the region are five large river basins; 
but only rarely do they contain water 
at the surface. The coastal area in some 
places ranges from sea level to 1,500 
feet, with a few peaks rising as high 
as 4,000 feet. 

More Drilling—As to the outlook 
for the field, Mr. Cunningham com- 
mented, “There are other prospects in 
the area.” He declined to specify when 
new drillings would begin. He did 
say, however, that when they drill 
two or more wildcats, they will know 
if their discovery is significant or not. 
Moreover, the discovery at Exmouth 
Gulf will undoubtedly encourage 
prospecting in other areas. 

Concerning development of the new 
fields, T. L. Lenzen, Standard of 
California vice president, said, “We 
have no doubt there is commercial oil 
there. We will definitely develop the 
field.” He stated that such develop- 
ment would cost millions of dollars. 
But just how much they intend to put 
into it, he did not specify. 

Optimism concerning the oil dis- 
covery also was voiced by Frank 
Morgan, exploration and production 
vice president of Richfield Oil Corp., 
who is credited with the discovery of 
the rich California Cuyama field in 
1948. As to Australia itself, he said, 
“The first commercial oil discovery on 
the Australian continent is as signifi- 
cant to Australia as the Drake dis- 
covery of 1859 was to the U. S.” 

Stimulates Business—Another side- 
light of the discovery was noted in 
Australia. Business interests there are 
reported to have begun thinking in 
terms of the possibilities of big plastics 
and synthetics industries being founded 
on the oil. 

“Miraculous” was the word the chief 
of Australia’s National Development 
Department had for it when he saw 
the results of the tests. 
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GOVERNMENT 


Jobbers Eligible for Loans Now 


The Small Business Adminis- 
tration says it may be able to 
help oil jobbers who are having 
trouble raising money for ex- 
pansion projects. 

It already has a $55 million 
loan fund and is ready to ask 
Congress for more if that runs 


dry. 


The SBA has set up a new policy 
which opens the door to those jobbers 
in need of loans. Under the new pro- 
gram, a firm does not have to be 
“essential to defense,” or “defense 
supporting” to be eligible to apply for 
a loan. 

Loans are made in two ways. In 
one, the government puts up all the 
money and the interest rate is 6%. 
In the other, it “participates” with a 
commercial bank in making the loan, 
with interest at 5%. 

“Participation” means the govern- 
ment will take over the loan from the 
bank any time the bank desires, and 
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the loan may be “immediate” or “de- 
ferred” participation. 

Requirements—Now that the “essen- 
tial to defense” requirement has been 
dropped, the only requirements are 
these: 

1. The applicant must come within 
the definition of “small business.” 

2. It must be proved that funds are 
not available through local conven- 
tional loan agencies on “reasonable” 
terms. 


3. The applicant must show that his 
proposed venture is sound and that he 
is a good credit risk. 

There is no clear-cut, positive defini- 
tion of small business. SBA is going to 
use this rule-of-thumb: 


It must be independently owned and 
operated. It must not be “dominant” 
in its competitive field. The number of 
employes or the dollar volume of 
business may be taken into considera- 
tion. 


SBA is considering a standard of $1 
million in annual sales as the dividing 
line between large and small firms so 
far as the loan program is concerned. 


Procedure—If you are interested in 
applying for a loan, this is the proce- 
dure SBA suggests: 


1. Visit your local banker and out- 
line vour problem. If he cannot 
finance your expansion, ask him about 
an SBA participation loan. (SBA has 
sent booklets to the 16,000 commercial 
banks in the country explaining its 
loan program and asking for their co- 
operation). 

2. If the banker agrees to a par- 
ticipation loan, you will be asked to 
furnish certain information and fill out 
some forms. SBA says the “red tape” 
has been cut to a minimum. 


3. If your banker isn’t interested, 
go to your nearest SBA field office and 
ask for the financial specialist. He may 
be able to help you work out a bank 
loan. At any rate, he will try to assist 
you in getting money if he thinks your 
proposal is sound. 

4. If you qualify as an applicant 
and the SBA is convinced that funds 
are not available locally, your appli- 
cation will be studied by SBA. 

Ordinarily, the financial specialist 
will make a recommendation to the 
regional office and from there it will 
be forwarded to Washington, where 
a final decision will be made. 


SBA estimates that an applicant can 
expect about 45 days to elapse from 
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SBA District Offices 


Regional offices of the Small 
Business Administration are lo- 
cated in the cities listed below, 
along with the territory served 
by each office: 

Boston, Mass.—serving Maine, 
New Hampshire, Vermont, 
Rhode Island, Massachusetts and 
Connecticut (except Fairfield 
County). 

New York City — covering 
New York, Fairfield County, and 
New Jersey (except for these 
counties: Atlantic, Burlington, 
Camden, Cape May, Cumber- 
land, Gloucester, Mercer, Ocean 
and Salem. Branch office at 
Buffalo, N.Y. 

Phiiadelphia, Pa.— Pennsyl- 
vania, Delaware and following 
New Jersey counties: Mercer, 
Ocean, Burlington, Camden, 
Gloucester, Atlantic, Salem, 
Cumberland and Cape May. 
Branch office at Pittsburgh. 

Richmond, Va. — Virginia, 
District of Columbia, Maryland, 
North Carolina and West Vir- 
ginia. Branch office at Baltimore, 
Md. 

Atlanta, Ga. — Georgia, Ala- 
bama, Florida, Mississippi, South 
Carolina, Tennessee, Puerto Rico 
and the Virgin Islands. Branch 
offices at Birmingham, Ala., and 
Nashville, Tenn. 

Cleveland — Ohio, Kentucky 
and Michigan. Branch offices at 
Cincinnati and Detroit. 

Chicago—Illinois, Indiana and 
Wisconsin. Branch offices at 
Indianapolis, Ind., and Madison, 
Wis. 

Minneapolis — Minnesota, 
Montana, North Dakota and 
South Dakota. 

Kansas City, Mo.—Missouri, 
Iowa, Kansas and Nebraska. 
Branch offices at Davenport, 
Iowa; Omaha, Neb., and St. 
Louis, Mo. 

Dallas, Tex. — Texas, Ar- 
kansas, Louisana and Oklahoma. 
Branch offices at Houston, New 
Orleans and Oklahoma City. 

Denver, Colo. Colorado, 
New Mexico, Utah and Wyom- 
ing. 

San Francisco — California, 
Arizona, Nevada and Hawaii. 
Branch office at Los Angeles. 

Seattle, Wash. — Washington, 
Idaho, Oregon and Alaska. 
Branch office at Portland, Ore. 














GOVERNMENT 


the time of his application until it is 
approved or disapproved by SBA. 

Loan Limits—tThe size of the loan 
is limited to $150,000, as far as SBA 
participation is concerned. In “de- 
ferred participation” loans, SBA’s par- 
ticipation shall not exceed 90%. 

One final bit of advice: If you are 
considering applying for a loan, it 
might be well to do so promptly, for 
the $55 million might be gone in a 
hurry and there might be some delay 
before Congress would make addi- 
tional funds available. 





Trade Practice Rules 
Outlined for Industry 


Industrial committees attempting 
to set up trade practice rules for their 
respective industries frequently don’t 
know what they are legally permitted 
to do, said Federal Trade Commis- 
sioner Albert Carretta last week. 

Addressing the National Heating 
Wholesalers Assn. at Chicago, the 
commissioner said industry commit- 
tees should not try to be enforcement 
agencies. That is the job of the FTC. 
The committees’ part is to set up the 
trade practice standards and see that 
industry members know and under- 
stand them. 

At the present time, there are no 
general trade practices for the oil 
industry as a whole, but some have 


been drawn up for certain groups. - 


Commissioner Carretta said the le- 
gitimate activities of industry commit- 
tees should include the following: 

1. To keep trade practice rules 
alive by periodically bringing them to 
the attention of the industry. 

2. To receive complaints of infrac- 
tions and relay them to the FTC. 

3. To give opinions if they regard 
certain practices as violations. 

4. To advise FTC when rules need 
revision. 

5. To meet periodically with the 
Bureau of Industry Co-operation to 
discuss rules and any problems that 
have arisen in connection with them. 

6. To encourage compliance with 
rules at conventions and through pub- 
licity in trade journals and other 
media. 


... in brief 


Opposes Federal Tax—Representative 
Mason (R., Ill.) has announced he 
will urge the Manion Commission on 
intergovernmental relationships to rec- 
ommend cancellation of the federal 
gasoline tax and leave such levies and 
road responsibilities to the states. 


EXPANSION 


Union Oil to Build First ‘Unifiner’ 


Union Oil Co. of California 
plans to start construction next 
year on its first “Unifiner,” 
which will produce, through a 
hydro-desulfurization process, 
95-100 octane (research) leaded 
gasoline from low quality petro- 
leum fractions. 


The process for removing sulfur, 
nitrogen and unstable compounds 
from crude oil, key step in the new 
refining process, was disclosed first 
last August, 

C. E. Swift, vice president in charge 
of research and process for Union, 
said the “Unifiner” will process 15,700 
b/d of 45 gravity API, 1.8% sulfur 
gasoline. The stock will be upgraded 
for subsequent processing and inte- 
gration into a catalytic reforming unit 
to produce 95 to 100 octane leaded 
gasoline. The last process produces 
hydrogen which is used in operation 
of the “Unifiner.” 

Completion is scheduled for De- 
cember of 1954. 

Fred L. Hartley, manager of 
Union’s commercial development di- 
vision, which will license the new 
process, pointed out that sulfur al- 
ways has been a limiting factor in 
increasing gasoline yield from raw 
material. Sulfur removal by the cus- 
tomary method employing sulfuric 
acid is costly and entails considerable 
loss of volume, he said. 

“With the advent of the Unifiner,” 
Mr. Hartley continued, “Union and 
the industry are in a position to in- 
crease production of gasoline from 
high-sulfur, high-nitrogen crude dis- 
tillates. The new process removes es- 
sentially all the sulfur and nitrogen as 
hydrogen sulfide (for subsequent sul- 
fur production) and ammonia.” 

This is accomplished, Mr. Hartley 
stated, by mixing the feed stock with 
hydrogen recycle gas, vaporizing the 
mixture and passing it through a bed 
of cobalt-molybdate catalyst pellets, 
the heart of the new process. He said 
there is no loss of yield. 

The refiner will be in a position to 
convert fractions which now must go 
to fuel oil into higher priced products 
and intermediates, Mr. Hartley said, 
because the process is applicable to 
treatment of poor quality gasolines, 
Diesel oil and burner fuel products 
for sales and to preparation of heavier 
gas oil fractions for subsequent crack- 
ing. 

“Such low sulfur gas oil intermedi- 
ates are converted by conventional 
catalytic cracking to produce low sul- 
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fur high octane gasolines. Thus a re- 
finer who has a supply ef low sulfur 
crudes today can, by the addition of 
Unifining, be in a position to handle 
high sulfur crude oils in his existing 
refinery processes,” he said. 


New Processes to Cut 
Synthetic Fuels Cost 


There are two new developments 
in the production of oil from coal. 

A development in shale oil ex- 
traction has also been announced. 

But the government has cut its 
budget for synthetic fuel develop- 
ment. 

One group thinks it is time to eval- 
uate governmental research in liquid 
synthetic fuels. 

Two new techniques for producing 
gasoline from coal may reduce the cost 
per gallon, said Felix Wormser, as- 
sistant Interior secretary. Speaking be- 
fore the coal-to-oil advisory group, 
which contains both oil and chemical 
industry men, Secretary Wormser said: 

“Savings of about 5¢ in the cost of 
making 1,000 cu. ft. of synthesis gas 
from coal are possible and correspond 
to a reduction of about 3¢ per gal. of 
gasoline. Possible improvement in the 
separation of carbon dioxide from syn- 
thesis gas . . . can further reduce the 
cost of gasoline by about 2¢ per gal.” 

This, he predicted, might bring about 
the commercial production of gasoline 
from coal much sooner than expected. 

But he indicated that the commer- 
cial production of high BTU gas from 
coal is even closer than oil-from-coal 
production. 

He predicted that the next large in- 
crease in the demand for coal would 
be for the production of high BTU gas 
in places where existing gas pipe lines 
cross coal fields near urban areas. This 
development would occur, he thought, 
within the next 10 years. 

Shale Oil — The assistant secretary 
said experts are predicting that the 
commercial production of shale oil is 
limited to about 1,000,000 b/d be- 
cause of the remote location of shale 
deposits. Another factor, he added, is 
the limited amount of oil shale. 

A more optimistic outlook for shale 
oil came from the Bureau of Mines. 
The bureau reported that one company 
(which it wouldn’t name) had devel- 
oped a “waterless” method of obtain- 
ing oil from shale. (Sinclair Research 
reported in October that it had pro- 
duced oil from shale by a new con- 
trolled combustion technique.) 

In this process, distillates are in- 
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EXPANSION 


jected into shale and set on fire. A 
combination of heat and pressure then 
forces oil out of the shale. 

The process has been termed “eco- 
nomical,” especially when considered 
from the viewpoint that the U.S. has 
a 300,000,000,000 bbl. shale reserve, 
as against some 30,000,000,000 bbl. of 
crude oil reserve. 

Evaluation Needed—A Washington 
conference of a group called “Re- 
sources for the Future” brought forth 
the suggestion that an impartial evalua- 
tion should be made of governmental 
research in synthetic liquid fuels. This 
suggestion was prompted partly by the 
government’s cut in its synthetic fuels 
budget. 

Nuclear Power—Another section of 
this group said their studies showed 
that development of nuclear power 
would be quite slow. They estimated 
that, 20 years from now, nuclear 
sources would produce only 10 to 30% 
of the total electric power. 


Tax Write-Offs Approved 
For Expansion Projects 


Four new expansion projects have 
been granted tax write-offs by the 
Office of Defense Mobilization. 
These projects, with amounts ap- 
proved, and percentage of write-offs, 
are: 

Vulcan Asphalt Refining Co.— 
Relocation of 2,200 b/d refinery at 
Cordova, Ala.; $122,700 at 25%. 

The Texas Co. — Oil terminal fa- 
cilities, including three 24,170 bbl. 
gasoline storage tanks, at Niles, Mich.; 
$393,200 at 40%. 

General American Transmission 
Corp. — Three 130,000 bbl. storage 
tanks and necessary pipe and equip- 
ment to store and handle jet fuel for 
military at Houston; $650,000 at 
65%. 

General American Transmission 
Corp. — Three 130,000 bbl. storage 
tanks and facilities to store military 
jet fuel at Good Hope, La.; $650,000 
at 65%. 





... in brief 


Spokane Bulk Plant—The Shell Oil Co. 
bulk plant in Spokane, Wash., will be 
doubled in capacity on completion of 
the company’s current expansion pro- 
gram. Besides additional tanks, a 50- 
ft. loading rack is being added to the 
plant to speed the filling of trucks 
serving Shell retail outlets. 

Shell expects to begin using the 
Pasco-to-Spokane pipe line within 90 
days for transporting products into 
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U.S. Refining Capacity Climbing 


By the end 1953, the oil in- 
er — to have an operat- 
able refining capacity of 8,078- 
800 b/d. reat ae 7 

This was revealed by the 
American Petroleum Institute’s 
latest survey of operable refin- 
ing capacity in the United States. 


By the end of the first nine months 
of next year, API says operable refin- 
ing capacity can be expected to reach 
8,339,900 b/d. ; 

These estimates are exclusive of the 


September 
x» 1 3» 
1953 1953 1954 1954 
1,151,700 
28, 


Refining Districts 
*1 East Coast 
Appalachian No. 1 
2 Appalachian No, 2 
Ind.-Ill.-Ky, 
Okla.-Kans.-Mo. 
3 Inland Texas . 


4 Other Rocky Mt. 
5 California 
Total U. S. 


20,500-b/d capacity which was shut 
down for repairs, last Sept. 30. The 
totals do include 202,600 b/d which, 
while operable was believed to be in 
the high-cost marginal group, and also 
was shut down on Sept. 30. 

The figures shown below for total 
refining capacity on Sept. 30, 1953, 
include about 463,500 b/d of crude 
oil that was charged directly into 
cracking units. Refining capacity esti- 
mates broken down by territories are 
shown below in barrels daily: 


March 


September 
31 


sega 


1,151,000 

132,500 

93,600 

1,493,300 

697,500 

321,900 

1,942,600 

623,500 

101,100 

23,600 

273,700 

1,264, 1,279,400 
8,078,800 8,133,700 


1,258,800 


* These are general supply and demand areas, and are present PAD districts. 





the Spokane area, says J. H. Berry, 
Shell division manager. He also said 
Shell may use the Yellowstone pipe 
line when it is completed in the fall 
of 1954. 

The Spokane bulk plant serves an 
area that extends from metropolitan 
Spokane north to the Canadian bor- 
der and eastward to include the Idaho 
Panhandle. 


Spokane Office Expanded—Standard 
Oil of California has completed a 
$45,000 program of modernizing its 
Spokane offices. New offices were 
opened for administrative officers and 
the accounting department. 


Sarnia Packaging Plant—Imperial Oil 
has awarded contracts for the con- 
struction of a packaging plant and 
warehouse at its Sarnia, Ont., refinery, 
as part of a general expansion pro- 
gram. The packaging plant will be 
mechanized to handle shipments of 
lubricants and other products in drums 
or smaller packages. To be completed 
in August, 1954, the plant will cover 
90,000 sq. ft. of floor space. 


Syracuse LP-Gas Plant—Socony-Vac- 
uum Oil Co., Inc., has opened a new 
plant at Syracuse, N. Y., designed for 


the filling and distributing of liquefied 
petroleum gas. It will serve an area 
bounded by Watertown, Albany, Bing- 
hamton, and Buffalo. Product will be 
shipped to the plant by railroad tank 
car or tank truck from the company’s 
refinery at Paulsboro, N. J., and from 
field plants in Texas. 


Los Angeles Terminal To Grow— 
Union Oil of California says it is 
planning to modernize and expand 
its Los Angeles marine terminal be- 
cause the company’s operations have 
so far outgrown the present Los 
Angeles refinery shiploading facilities. 
In a letter to employes, President 
Reese H. Taylor said tentative plans 
call for construction of about 600 
feet of new wharf which, with present 
frontage, will enable “the safe simul- 
taneous berthing of two tankers with- 
out interfering with normal barge 
operation.” 


New Houdriformer — Petrocarbon 
Chemicals, Inc., has let contracts for 
a new 1,000 b/d Houdriformer at its 
Irving plant near Dallas, Tex. Com- 
pletion is scheduled for the middle of 
1954. The new reformer is said to be 
designed for use in petrochemical serv- 
ice and high octane fuel manufacture. 
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AUTOCAR 
COST RECORD BOOK 
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ANNUAL 
EDITION 
NOW READY 


the Autocar Cost 


The Autocar Cost Record Book is a 
tradition among Autocar users. For the 
past thirty-one years, The Autocar 
Company has made copies of this book 
available to operators of heavy-duty 
trucks. The Cost Record Book has been 
continually edited and revised to keep 
pace with changing methods in account- 
ing and in truck operating. It provides a 
simple and accurate system for keeping 
a record of operating costs for each 
vehicle in a fleet, and for comparing 
costs, one with another, month by month. 

The thirty-second edition of this book 
is now available at all factory branches 
and distributors from coast to coast, or 
may be obtained by mailing in the 
coupon below. It is offered without cost 
to anyone who operates heavy-duty 
trucks. Our object in publishing it is not 
entirely altruistic, for it usually serves 
to reveal to the operator of a mixed 
fleet the outstanding economy of his 
Autocars. 


AUTOCAR TRUCKS 


AUTOCAR DIVISION OF THE WHITE MOTOR COMPANY 
ARDMORE, PA. 


Export: Drexel Building, Philadelphia 6, Pa. 
Factory Branches and Distributors 
from Coast to Coast in the United States and Canada 


Autocar Division of The White Motor Company, Ardmore, Pa. 


Please send me H Cc) This is my first request Cj i have been using the book for ___ years 


Title 





Record Book for 





1953 
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PRICES 


PRICE FIGHTS FLARE when station signs meet cut-rate competition . . . 


Gasoline Wars—and How to Stop Them 


The first menacing clouds of new gasoline price storms scudded 
this week before the worried eyes of oil marketers. 

In many areas, gasoline markets are still shaky. Oil men in the 
Wilkes-Barre, Pa., area especially have their fingers crossed as they 
see low-price signs still at the curb in outlying areas. 

They hope that scattered suburban retail prices 5c below 
“normal” will not tumble the market once more. 


If tank wagon prices dip again, there 
might be nothing in the path of a 
downward swoop to the 3.7¢ tank 
wagon crash of last October—when 
the Wyoming Valley, Pa., was the hot- 
test gasoline price war front line in 
the nation. 


Remembering the 5.9¢ price tag on 
regular gasoline at the pump during 
that three-month rhubarb, some mar- 
keters refused to fill up their bulk 
plant tanks. They were afraid of be- 
ing caught by a sharp price drop with 
higher-priced inventories on hand. 

In northern New Jersey, particu- 
larly in the Newark-Linden area, re- 
tail prices ranged from a depressed 
14.9¢ to 21.9¢, the so-called “normal” 
price, excluding 5¢ in state and federal 
taxes. Tank wagon “discounts” of 2¢ 
were prevalent. Voluntary allowances 
of 1¢ to dealers were being granted. 

The possibility of “bottom prices” 
and “closed stations” was a very real 
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one. Union Couny, comprising Linden, 
Elizabeth, Roselle and part of Union 
Township, has been a price-cutting 
“sore spot” to gasoline marketers for 
years. 


The Union County Gasoline Dealers 
Assn., representing 286 out of about 
500 outlets, reportedly favors the 
closed-station routs to achieve better 
margins unless the price war condi- 
tions abate. 


The Wilkes-Barre and northern New 
Jersey areas happened to be particu- 
larly glaring examples of what faced 
the oil industry across the nation. It 
was easy On the motorist’s pocket-book 
but hard on the petroleum marketer’s 
margin. 

Where They’re Battling—Price wars 
were popping like firecrackers with a 
tendency to re-explode without warn- 
ing. Here were some of the loudest: 

Akron, Ohio—Pump prices down 
2¢ since mid-September. 


Jackson, Miss.—Pump prices about 
1.3¢ below “normal” with unadver- 
tised 2¢ discounts offered to steady 
customers by private brand service sta- 
tion operators. 

Long Island, N. Y.—Gasoline being 
bought openly in stations from 2¢ to 
5¢ below the pump price. 

Oklahoma City, Okla.—Retail price 
6.1¢ to 7.1¢ below “normal”—the 
most depressed showing of any city in 
the U. S.—with major brands posting 
about 13.4¢ at pump and private 
brands, 11.4¢, excluding taxes. 

Portland, Me.—Resumption of a 
two-month price war brought private 
brand pump prices down 1¢ to 17.9¢ 
with majors following to 19.9¢, ex- 
cluding taxes. One supplier dropped 
tank wagon 0.8¢ with a majority of 
others granting a 0.3¢ allowance off 
tank wagon. 

Providence, R. I—At 17.9¢ to 
19.9¢ exclusive of taxes, major brand 
stations were selling 1.1¢ to 3.1¢ be- 
low “normal.” 

South Bend, Ind.—In the process of 
“adjusting” with the price still off 0.5¢. 

Jobbers Worried—The National Oil 
Jobbers Council was warning, frankly, 
that the time may have arrived for it 
“to solicit the aid of a qualified group” 
in government to investigate and elimi- 
nate the causes of price wars before 
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When other stations follow suit .. . 


When unusual price policies prevail . . . 


they eliminate “the bona fide Inde- 
pendent jobber.” 

Specific information on individual 
price wars was filtering into the Wash- 
ington office of NOJC General Coun- 
sel Otis Ellis, who notified the industry 
that wanton price-cutters should be 
prepared for field investigations by the 
Federal Trade Commission. 

On Capitol Hill, the Senate Small 
Business Committee was cocking an 
inquisitive eye at complaints reaching 
it and considering whether it should 
investigate. 


When discounts lure motorists .. . 
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Cause and Effect 


What was tamped into these ex- 
plosive price war packages—and what 
kind of match was setting them off? 
Could they be stopped? 

For more than a month, NATIONAL 
PETROLEUM News bureaus across the 
nation dug for the answers. The views 
of a cross-section of the industry boil 
down to some 13 basic reasons why 
price wars start. 

1. Oversupply. 

2. Discounts and concessions. 
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When too many stations are built 


3. “Trigger-happy” 
gallonage. 

4. Low margin psychology. 

5. Private brand price-cutting. 

6. Too many service stations. 

7. Majors “cutting each others’ 
throats.” 

8. “New face” entering a market. 

9. Price-cutters’ ignorance of in- 
dustry history. 

10. “Circus” 
prices. 

11. Use of gasoline as “attraction” 
for other products. 


watching 


advertising of low 





PRICES 


12. Majors’ discount sales to pri- 
vate brand marketers. 

13. Plain, old-fashioned competi- 
tion. 

The Pattern—Some or all of these 
reasons seemed to be pres-..t in every 
serious price war. These price fights 
varied in scope, intensity and dura- 
tion, but disregarding the immediate 
“spark” for any given area, they 
seemed to follow this general pattern: 

One or several stations within an 
area habitually posted prices lower 
than “normal” for the market. These 
stations could be either major brand 
outlets or private brand units and the 
lower postings might continue or just 
be the “week-end special” type. 

Eventually, neighboring stations, 
usually major brands, feel a gallonage 
pinch or someone thinks his volume 
is being hurt. When this pinch be- 
comes sufficiently painful, there is a 
competitive price reduction. 

The real start of the war comes with 
the tank wagon reduction, either in 
the form of a lower posting or as a 
voluntary allowance. From this point, 
“rock bottom” is the only sure stop- 
ping place. 


TIRES FIRST, gasoline second is policy of this Wilkes-Barre outlet. Operator considers 
gasoline a “necessary evil” he must handle in order to attract the public 


Out of these price wars come: 

Margin slashes—Jobber-distributors 
often take the worst beating. Unbrand- 
ed jobbers are in a particularly vul- 
nerable position because they ordi- 
narily have no support from their 
suppliers. 


Bad feelings—In the words of one 
Wilkes-Barre distributor: “I wouldn't 
wish anything like this on anyone. It 
results in nasty relations between the 
dealers and the company.” It is al- 
ways “the other fellow’s fault” in a 
price war and bruised feelings heal 
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FOR DEPENDABLE COLD-WEATHER 
LUBRICATION IN TODAY’S POWER- 


FUL HIGH-SPEED ENGINES. 


Champlin Heavy-Duty HI-V-I flows instantly and freely for full 
wear protection on coldest days. Refined with an additive formula 


that gives it a richer, tougher, longer-lasting film, HI-V-I chases 
sludge by dispersing it...prevents corrosion by neutralizing harmful 


corrosive acids. 


HI-V-I is the enemy of engine wear...keeps your customers cars, 


trucks and tractors running like new! 
Write, wire or phone for information on available dealerships. 


A product of 
CHAMPLIN 


REFINING COMPANY 
ENID, OKLAHOMA 


Complete Warehouse stocks HI-V-! 
motor oil available at: Enid ond 
Oklahoma City, Okla; Superior, 
Omaha, Grand Island and Lincoln 
Nebr.; Hutchinson, Kanses; Meson 
City and Rock Rapids lowa; Den- 
ver, Colo.; Amerillo, Texes. 
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slowly. At one point in the Wilkes- 
Barre war, there was a general agree- 
ment to remove the curb signs. At two 
adjacent stations, however, each oper- 
ator insisted the other had put out his 
sign first and would have to be the 
first to remove it. To get the job done, 
a compromise was worked out. Two 
men lifted each sign and slowly, foot 
by foot, moved them simultaneously 
from the curb, across the sidewalk, 
past the pumps and out of sight into 
the stations. Suppliers have an uphill 
job convincing their accounts they are 
not being discriminated against on dis- 
counts. Rumor often becomes fact. 

Bad public relations—The motoring 
public never understands why, at the 
conclusion of a price war, the price 
leaps up at the pump—sometimes 
doubling overnight. The general reac- 
tion is: “Either they are making too 
much money at the normal price or 
they were losing too much during the 
price war.” The public is always in 
favor of a price war. Newspaper ac- 
counts almost always are harmful and 
usually play up the charges and coun- 
ter-charges leveled against the industry 
in general and the major oil companies 
in particular. 


Danger of government intervention 
—When the NOJC directed Mr. Ellis 
to seek a solution for price wars 
through appropriate governmental 
bodies, it marked the first time the as- 
sociation has stepped out of industry 
ranks to settle such a problem. The 
antitrust laws bar any collective in- 
dustry action because of the price-fix- 
ing aspect. More price wars will lead 
to more demands for government ac- 
tion to halt them. 

Elimination of Independents—The 
pocket-book is trump card in a price 
war. The end result could conceivably 
be the gradual disappearance of the 
Independent marketer. 


Wilkes-Barre War 


The city of Wilkes-Barre was just 
one sector of the Wyoming Valley 
battleground, a metropolitan strip 
about 20 miles long and some five or 
six miles wide along the Susquehanna 
River in the coal-producing region of 
northeastern Pennsylvania. 

The population of its 41 autono- 
mous townships and boroughs is in 
excess of 300,000. The price war ig- 
nition point was in Kingston Borough, 
Luzerne County, just west across the 
Susquehanna from Wilkes-Barre 
proper. 

It is known as a “tough” marketing 
territory to the oil companies operat- 
ing there: American Oil Co., Tide 
Water Associated Oil Co., Esso Stand- 
ard Oil Co., Sinclair Oil Corp., Cali- 


fornia Oil Co., Sun Oil Co., Atlantic 
Refining Co., The Texas Co., Cities 
Service Oil Co., Gulf Oil Corp., Rich- 
field Oil Corp., Crown Oil Co., and 
Socony-Vacuum Oil Co. 

Two market direct; six have a 
“dual” arrangement, using a direct op- 
eration plus commission agents or In- 
dependent distributors; the remaining 
five sell through commission agents or 
Independent distributors only. 

Some 14 peddlers operate in the 
area, and three of the companies have 


two distributors serving the market. 
There are no private brand operators 
in the area at present. 

Wars Aren’t New Here—Gasoline 
price wars are no novelty in the Wyo- 
ming Valley. More or less severe ones 
date back into the 1930's. The recent 
one began, officially, on Aug. 19 of 
this year when most of the suppliers 
reduced their tank wagon 2¢ in King- 
ston and seven other communities and 
l¢ in a number of others, including 
Wilkes-Barre. 








A FREIGHT ELEVATOR 
ON THE BACK OF 
© YOUR TRUCK... with 


only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads up to 4000 
Ibs.—at one time. Load or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 


semi-trailers. 


New Brochure shows HOW you can save up to 50% on your trucking 


costs. Send for your copy today. 


POWER 


OPENING 
CLOSING 

LIFTING 
LOWERING 


LIFT @ GATES 


The Power to lower delivery costs 


ANTHONY COMPANY + "tur Sore” 
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GASOLINE SALES are sideline for this outlet in Kingston area of Wilkes-Barre. 
Primarily a tire dealership, it usually posts prices lower than general market pump price 


Until Aug. 19, the tank wagon price 
for regular gasoline was the 16.7¢ (ex- 
cluding the 7¢ state and federal taxes) 
posted on June 24, when there was an 
increase of 0.8¢. 

Union St. in Kingston is also UV. S. 
309 leading west, an important traffic 
artery. Located on it, only a few 
blocks apart, are two tire dealerships 
—Blight Bros. and Williams Bros.— 
which also handle Sinclair gasoline. 

Further east, in toward the river, 
Union St. intersects Wyoming Ave., 
an:even busier thoroughfare, which 
doubles as U. S. 11 carrying north- 
south traffic through the Valley. A 
short distance north of the Union- 
Wyoming intersection there is another 
tire dealership, Jack Williams (a 
brother to the Williams Bros. oper- 
ators), also selling Sinclair gasoline. 

Two. of the stations are supplied by 
a Sinclair distributor. The third is 
served by a peddler who receives his 
supplies from the same distributor. 

There are Sun stations in the near 
vicinjty of all three Sinclair outlets. 

The three stations have consistently 
posted pump prices below those usu- 
ally considered “normal” for the area, 
apparently 1¢ to,2¢ under the retail 
market. - 

The War Story—Those involved in 
the war say this is what happened: 

Just prior to Aug. 19, Sun reduced 
its price to its dealers in Kingston and 
the city of Nanticoke, adjacent to 
Wilkes-Barre across the river. Sun’s 
general sales manager, Willard W. 
Wright, said, “We put in a 1l¢ volun- 
tary allowance to enable our dealers 
to meet competition, if they so de- 
sired,” and declared it was fully justi- 
fied on the basis of lengthy and ex- 
haustive studies. Mr. Wright was refer- 
ring to certain discount practices in 
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the territory which everyone there ad- 
mits exist. 

Competitors differ on this point, but 
many of the mmaintain that Sun sta- 
tions advertised their new lower pump 
prices with curb signs. The majority of 
them agree that Sun’s move was aimed 
particularly at the Sinclair stations. 
This would seem to be borne out by 
the fact that a number of other sta- 
tions scattered throughout the terri- 
tory habitually undersell the market by 
l¢ to 2¢. Sun sticks by its general 
statement. 

Dealers Protest—The operators of 
the three Sinclair outlets bitterly re- 
sent being singled out for blame in 
the price war. 

“There is no market price here on 
tank wagon,” James Williams declared. 
“There are at least five different deals 
in operation here. The major oil com- 
panies make special deals with dis- 
tributors. Then, the dealers can get a 
price of from 1¢ to 3¢ less from their 
distributors than they can from a ma- 
jor company. ‘ 

“If they (majors) had brought the 
retail price down to about’ 22¢ per gal. 
—and if they wanted to sell premium 
2¢ a gal. higher—why didn’t they es- 
tablish that market at tank wagon?” 

He conceded readily, however, that 
the marketing psychology at Williams 
Bros. is somewhat at variance with 
what the industry generally practices. 

“We work on a 3¢ margin,” he said. 
“We own our station and do not pay 
rent. Our handling of gasoline is sim- 
ilar to a supermarket giveaway. Gaso- 
line is a necessary evil in our business. 
We have the pumps out there, but it 
is an attraction to the public to get 
them in. 

“If we want to sell for 2¢ (margin), 
that’s our business. A leased station 


might be selling for 5¢. We can al- 
ways murder the other stations. If it 
were not for the independent stations, 
the major oil companies would drive 
prices up and keep them there.” 


David Blight said his firm had been 
in the tire business for some time 
when it took over its present location 
—an outlet on which Atlantic had 
permitted the lease to expire. All agree 
it had not been a successful station 
until Blight Bros. took it. Mr. Blight 
said it pumped about 8,000 gal. the 
first month, then climbed to more than 
15,000 gal. 

No Discounts—“We had a follow- 
ing in the tire business that followed 
us over here,” he said. “We were im- 
mediately envied by a lot of competi- 
tion. In this neighborhood, stations 
would post a price for the benefit of 
the tourists, then discount 1 ¢-2¢-3¢ to 
the local trade. They tried to get us 
to do that. We wouldn't do it. We 
charged just what was posted on the 
pumps. At no time did we ever post 
under what somebody else (somewhere 
in the Valley) was posting.” 

Mr. Blight declined to specify his 
exact margin but said “we used Wil- 
liams Bros. as a general guide.” Un- 
like Williams Bros., Blight Bros. con- 
siders “our gasoline business just as 
important as our tire business.” 


Mr. Blight blames the majors’ pro- 
tection of their leased dealers for 
much of the trouble, adding: 


“You don’t see anybody protecting 
the independent grocer from the su- 
permarket. Let the majors operate in- 
dependently and let the dealers take 
care of themselves. Everybody should 
be on his own. If he makes good, fine. 
If he fails, that’s too bad.” 


Not the Only One—The three Sin- 
clair stations definitely are far from 
alone in keeping under the “normal” 
price. They have a lot of company in 
the Wyoming Valley. 


“I don’t think they have exclusive 
right to that thinking in the area,” 
James R. Tucker, Sinclair representa- 
tive responsible for the area, asserted. 
“There are 12 to 15 stations there 
operating the same way. Some stations 
have been cutting the price for quite 
some time. They would come out with 
a Friday night special and have the 
advantage of a lower price for a week- 
end.” 


Not all of the lower-price dealers 
are operating substandard stations in 
undesirable locations. For example, 
one of the largest, most modern sta- 
tions in the area is Joe John’s Esso 
some distance out on Wyoming Ave. 
It is dealer-owned. Some three weeks 
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after the price war, Esso’s posted tank 
wagon (including tax) was 23.2¢, yet 
the station was posting a 24.9¢ pump 
price, for a gross margin, evidently, 
of 1.7¢. It probably was benefiting, 
however, from the voluntary allowance 
in general effect in the area to bring 
the margin up around the 3¢ mark. 

What the Dealer Thinks—This deal- 
er’s philosophy is roughly this: If all 
the dealers keep their margin down, 
then the customer goes to the station 
which is nicer, gives better service, 
etc. On the other hand, if the margin 
goes much over 3¢, there is a tan- 
talizing temptation for the dealer to 
start surreptitiously granting special 
discounts, tie-in sales or other “ex- 
tras” to his customers. 

Others up and down the Valley 
shave the pump price to build or hold 
their gallonage. 

After Aug. 19, the tank wagon de- 
crease took general effect. By Aug. 
25, the number of localities falling 
into the 2¢ reduction list had in- 
creased to 11 and, by Aug. 28, seven 
more joined, stretching pretty much 
the length~of the territory. 

In earlier price conflicts, the river 
had served as a buffer. The fact that 
this one flared across it almost imme- 
diately, indicates the powder-keg con- 
dition of the area, with few marketers 
making any strenuous effort to hold 
the price line. 

Commenting on his company’s tank 
wagon reduction, Mr. Wright declared 
that “we never did catch up with the 
dealers who were undercutting the 
market.” 

The Tank Wagon Price—For a time, 
the most noticeable change was a 
steady enlargement of the reduced- 
price zones and tank wagon edged 
down by tenths of a cent, hovering, 
according to area,:at 14¢, 14.5¢, 15¢, 
15.5¢, 15.7¢ and 16¢. 

By Sept. 4, the fight was in the grim 
stage. Tank wagon for the “hottest” 
spots, 14 boroughs and townships, 
skidded to 13¢, and the downhill race 
from that point was gauged usually in 
full cents. Tank wagon postings 
dropped steadily until, in early Octo- 
ber, with the price at about 9¢, the 
majority of the suppliers tried to stabi- 
lize the market at around 15¢ to 16¢. 

The Final Skid—Sun refused to go 
along. Mr. Wright said his company 
reduced its price to dealers because of 
inequitable marketing conditions and 
these had not been cleaned up. The 
other suppliers held for about a week, 
selling about 6¢ above Sun, then the 
market broke. 

The tank wagon plummeted abruptly 
to 6.7¢ in the “hot” zones by Oct. 7, 
and practically the whole territory was 


deeply embroiled in the war. 

On Oct. 15, a 4.7¢ tank wagon price 
was posted. By Oct. 29, there was a 
jolting stop at rock bottom: 3.7¢ 
tank wagon. 

Meanwhile, “circus” signs sprouted 
at virtually every service station. New 
prices were being slapped up almost 
before the paint was dry on the old. 
Tank trucks poured in from as far 
away as Pittsburgh to fill up at the 
bargain rate, and cargo trucks pulled 
into stations loaded with empty drums. 
Not infrequently, a supplier's truck 
would be filling a dealer’s tanks while 
an out-of-town truck was sucking out 
the supply through the pumps. 

Gallonage climbed to a dizzy peak. 
Reliable estimates placed the Valley's 
normal gallonage at about 9.6 million 
gal. monthly. There are no accurate, 
over-all estimates of the actual flow 
through the pumps during the war, but 
the majority of suppliers say it tripled. 

Guaranteed Margin—During most 
of the war, Sun dealers had a 4¢ to 
4.5¢ guaranteed margin and practically 
all of the other dealers had some 
guarantee. Posted low at most stations 
was 5.9¢ or 6.9¢, yielding the oper- 
ators a 2.2¢ to 3.2¢ margin. 

Generally, suppliers other than Sun 
had a voluntary allowance in effect 
of around 0.8¢. Most distributors 
shared this burden with their sup- 
pliers. 

But the extreme depth to which 
the tank wagon plunged disrupted the 
normal tank car-tank wagon relation- 
ship to such an extent that at least 
one commission agent reported he was 
billed at 3.7¢, the same tank wagon 
price he was charging the dealers, 
from Oct. 27 to Nov. 9 with no allow- 
ance, even, for his delivery costs. His 
normal margin was 2.375¢. Several 
of these marketers were still negotiat- 
ing with their suppliers weeks after 
the war ended and had no real idea 
of what the conflict actually cost them. 

By Nov. 19, the war’s back was 
broken and tank wagon was up, 
steadying at about 15.4¢, about 1.3¢ 
under the “normal” of June 24. The 
differential between regular gasoline 
and premium before the war was 
about 4¢; now it is about 1.5¢. 

In the Wyoming Valley, some sta- 
tion pump prices have never gone 
back up to the prevailing market price, 
although posted tank wagon prices 
have stabilized. There still are a num- 
ber of voluntary allowances in effect. 
Cut-rate pump prices—some accom- 
panied by “circus” signs—are particu- 
larly prevalent in the vicinity of Exe- 
ter Borough, which straddles Wyoming 
Ave. out north and on the west river 
bank. There are other soft spots in 
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Pittston, Kingston and other sections. 
Most major suppliers and distribu- 
tors do not believe the war will resume 
—if the tank wagon price holds. But, 
about that, they are not optimistic. 


Why Prices Fell 

Why did Wilkes-Barre have a price 
war? 

Here are some of the answers from 
company representatives, distributors, 
commission agents and dealers who 
participated: 

Distributor—“One major company 
knew its commission agent was get- 
ting gallonage by shaving prices and 
it should have been stopped by the 
company. The war started because 
dealers buying from this man and a 
few other cut-rate dealers were always 
posting pump prices too far below the 
market. Sun then cut its price on gaso- 
line.” 

Commission agent—‘“Sun sets a 
quota for each new station, then the 
station has to meet it, or else. Sun 
must justify the expenditure. When 
prices are stable, Sun loses gallonage, 
then it cuts prices and uses ‘secret 
concessions’ as an excuse. The major 
companies blame the distributors for 
giving concessions, yet they do it them- 
selves. They have taken accounts 
away from me that way. Sometimes 
they give equipment or station im- 
provements to get an account, but 
they don’t call it a concession. They 
call it ‘company policy.’ ” 

Distributor—* ‘Circus’ signs did a 
lot to cause the war. When a dealer 
brags about his low price with a curb 
sign, his competitors have to meet it. 
The whole thing really started because 
several stations persisted in selling as 
much as 2¢ below the market.” 

Major company marketing official— 
“Some majors sold to their distribu- 
tors at a good margin, they passed it 
along to the dealers and the dealers 
cut the market.” 

Dealer (a competitor of Sun)—“lIt 
looks like the others (majors) ganged 
up on Sun and forced the prices down, 
forcing Sun back up.” 

Distributor—“There is an awful lot 
of concession-giving in the territory. 
One major tried to correct this situa- 
tion and clean its own skirts. He 
would notify an account it was re- 
voking the concession, then someone 
else would come along and give the 
account what it had been getting. Cer- 
tain stations kept defying Sun and 
Sun cut its price. But the other majors 
were not justified in following Sun so 
fast. The thing just got out of hand. 
Some dealers just don’t use the best 
judgment in running their business. 
The Independent marketers are doing 
39% of the potential business in the 
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Certainly oil production is indispensable to 


we have never 


our business, nevertheless, Universal has 

oa . 
owned an oil well never owned an oil well... . never produced 
any oil... never commercially refined, trans- 


ported or marketed any petroleum products. 


Our business... . from its very infancy.... 
has been confined to the development and 
commercial application of petroleum refining 
facilities .... the methods and techniques 


that have permitted the petroleum refiner 
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to produce maximum quantities of quality 


products to meet the demands of his markets. 


That we have been successful in this effort 


is best evidenced by the hundreds of proc- 


essing units designed by our company, and 
which are daily serving refineries all over 


the world. 


Universal will never knowingly compete 
with a petroleum refiner in any phase of his 


production, refining or marketing business. 
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In our lifetime we could have acquired many 
oil wells and perhaps a refinery or two, 
but we’ve stuck to our task of helping the 
refiner .... giving him the kind of assist- 
ance that he must have if he is to realize a 


profitable return on his investment. 


We Have Never Owned An Oil Well, is a 
fact that can be further emphasized by 
saying .... we never intend to. We simply 


won’t compete with those we serve. 
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territory. The majors don’t like that. 
A lot of fellows are to be blamed. | 
wouldn't pin it on any one. guy.” 

Dealer—“There are too many gas- 
oline stations for the number of cars 
in the territory. There are not enough 
cars to give them all a good living. Yet 
the majors are still building stations 
which will siphon off some of the 
available business.” 

Major company representative— 
“The distributors give special con- 
cessions. Then a dealer can’t keep it 
to himself. He has to put up a big 
curb sign giving a special price.” 

Major company representative— 
“The whole area is ‘cut-throat’ on 


other things as well as gasoline.” 

No Pointing Finger—In Wilkes- 
Barre, the mention of Sun ¢rops up in 
every price-war conversation. Yet, the 
overwhelming majority of its competi- 
tors said they do not blame Sun for 
the last outbreak. 

“We would like to lay the blame on 
Sun but, in this case, they were justi- 
fied in meeting the rebates,” said one 
distributor. 

A competing dealer who is being 
blamed as a factor in the war on price- 
cutting grounds declared: 

“I'd be the last one in the world to 
condemn Sun. Sun has maintained for 
a long time that thé other major oil 








POSITIVE SELF-PRIMING 


Start without priming ...Run without venting 


Gilbarco Roto-Prime pumps, rang- 
ing in capacity from 50 to 550 cpm, 
are supplied with electric motors, 
or for gasoline engine, V-belt, 
chain, hydraulic or similar drives. 

Positive and automatic self- 


priming permits their use for mul- 
tiple service in bulk plant strip- 
ping, transferring and loading, 
and makes possible pump equip- 
ment savings of 30% to 50%. Write 
for literature and full information. 
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companies have too many subsidized 
accounts. I would defend Sun in the 
price war against all others. The others 
had fair warning that Sun was going 
to bring the price down.” 

Sun Oil Viewpoint 


Sun’s marketing philosophy is a 
thorn in the side of many competitors. 
Its fountainhead can be found in a 
recent speech by Sun President Robert 
G. Dunlop: 

“Gasoline competition not infre- 
quently becomes so active that it is no 
longer called ‘competition,’ it is called 
‘price war’ Whenever gasoline 
supplies become large in relation to 
current demand, there are always some 
sellers, both at wholesale and retail 
levels, who openly or covertly reduce 
prices and try to win for themselves 
a larger share of the market... 

“The best solution to an oversupply 
situation such as the oil industry now 
faces occurs when free market forces 
bring about a gradual and widespread 
reduction of prices all the way down 
the line from the service station to the 
oil fields.” 

The working policy is described by 
Mr. Wright and Marketing Vice Presi- 
dent Frank R. Markley: 

“When we find that gasoline is being 
sold at prices under the prices at which 
our dealers can afford to sell gasoline 
and it begins to affect our dealers’ 
volume, then we lower our price to our 
dealers in order that they may meet 
competition, if they so elect. 

“If the supplier gives a distributor 
enough of a margin to give 1¢ to the 
dealer, that’s all right. But when the 
dealer cuts the market price and starts 
taking business away from Sun deal- 
ers, we evaluate the amount of the 
concession and we lower the price to 
our dealers to put them in a competi- 
tive position and protect their gallon- 
age.” 

Individual Choice—Mr. Wright de- 
nies emphatically that Sun ever effects 
a price change because of one Sun 
station’s situation. An individual Sun 
dealer may change his price at the 
pump when he chooses, Mr. Wright 
points out, but no tank wagon price in 
any Sun area “can be moved without 
my approval.” 

“From our marketing studies, we 
are rapidly coming to the conclusion 
that, in any price adjustment, the size 
of the area is equally important as the 
size of the price reduction,” he em- 
phasized. “We try to take in some geo- 
graphical or political subdivision—geo- 
graphical is preferable because that 
usually takes in a natural market or 
territorial area.” 

Sun policy also is definitely against 
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Completely new—the most powerful, finest performing, 
best-looking Advance-Design trucks ever built! 


Here’s America’s greatest truck builder’s latest and 
greatest truck! Here’s the brand-new line of Chevrolet 
Advance-Design trucks for 1954! 


You'll find they’re packed with great new features . . . 
loaded with big new advantages that mean faster, more 
efficient service and lower operating costs on your job. 


You get new high-compression 
power and greater operating econ- 
omy with three advanced valve-in- 
head engines. Bigger, brawnier 
“Thriftmaster 235” engine. Rugged, durable “Load- 
master 235” engine. Mighty, all-new “Jobmaster 261” 
engine*—most powerful in Chevrolet truck history. 


NEW POWER 
AND ECONOMY 
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Heavier axle shafts on 2-ton mod- 
els. Bigger, more durable clutches 
on light- and heavy-duty models. 
Stronger, more rigid frames on all 
models. New pickup and stake bodies are built to stand 
the roughest going and to keep coming back for more 
—and they give you greater load space for ’54! 


NEW RUGGEDNESS 
AND RELIABILITY 


New Comfortmaster cab provides 
increased visibility with new one- 
piece curved windshield. New 
Ride Control Seat* brings you 
extra driver comfort. New truck Hydra-Matic trans- 
mission* offers the last word in no-shift driving ease. 
Available not only on 4- and %-ton Chevrolet trucks, 
but on 1-ton models, too! 


NEW COMFORT 
AND CONVENIENCE 


Plan to see the completely new ’54 Chevrolet trucks, and 
get the whole money-saving story at your Chevrolet 
dealer’s now. . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Optional at extra cost. Ride Control Seat is standard on C.0.E. 
models, available on all other cab models as extra equipment. 
Rear corner windows in standard cab, optional at extra cost. 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE 
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the “dual operation.” It either markets 
direct in an area, as in Wilkes-Barre, 
or through a distributor, not through 
both. Only about 10% of Sun’s busi- 
ness, actually, is handled through dis- 
tributor-jobbers. 

Sun does not make price moves on 
wild hunches. Its statistical studies are 
minutely done, and the area involved 
is subjected to exhaustive and lengthy 
scrutiny. In one hot price-war area, it 
took into consideration 1,187 ac- 
counts. In another, it followed pre- 
cisely the individual price changes and 
gallonage picture for 470 competing 
and 76 Sun stations. 

Mr. Wright asserted that the charge 
that Sun makes. optimistic estimates 
of the potential gallonage for a new 
station, then makes it come up to that 
estimate is “a distortion of our com- 
pany policy”—that estimates are not 
“taken out of the air” but are care- 
fully related to traffic count, etc. 

Sun feels it is on strong ground and 
evidently will continue along its pres- 
ent marketing lines to meet “a situa- 
tion that was brought about by other 
practices.” 

One major company has compiled 
figures to show that 32% or 3,152,000 
gal. of the 9,642,000 gal. of gasoline 
marketed monthly in the Wyoming 
Valley was sold at a discount. 

Here are a few examples of what 


is happening right now in the territory: 


Competing for Dealers—One excel- 
lent station account is always men- 
tioned by competitors of its supplier 
as a price-cutter when price-war 
trouble is discussed. 

Yet two major oil companies, one 
that markets through a distributor and 
the other direct, are offering the oper- 
ator a good discount off tank wagon if 
he will switch to their brands. One of 
these companies has outlets bracketing 
this station in the near vicinity— 
neither, presumably, receiving a dis- 
count. 

The present supplier does not know 
whether he can hold the account or 
not. 

Several of the stations that con- 
sistently post lower pump prices re- 
ceive a 1¢ to 1.5¢ discount off tank 
wagon. 

One distributorship of a major 
brand gives all of its accounts a 0.5¢ 
to 1¢ discount. 

Voluntary allowances currently run 
about 0.8¢ to 1¢. 

There are “historical” tank car buy- 
ers throughout the area. Many now 
buy only tank wagon lots, but still get 
the tank car price. 

Dealers report they have been of- 
fered as much as a 2.25¢ discount to 
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switch suppliers; 1¢ or 2¢ offers ap- 
parently are common. 

Mix into this stew a few “trigger- 
happy” dealers, distributors or majors, 
sprinkle liberally with the pepper of 
oversupply, and you have concocted 
yourself a full-blown price war, 
Wilkes-Barre style. 

Three or four of the dealers with a 
reputation for price-cutting are shop- 
ping around for a private brand sup- 
plier. Since all of them are established 
dealers selling good major brand prod- 
ucts and some of them enjoy discounts 
already, it is obvious that they are 
looking around for a good, low price. 
They may start hauling their own sup- 
plies from the terminal. 

“If they do that, they'll drive us all 
crazy,” a major company’s representa- 
tive predicted flatly. 

Could Wilkes-Barre’s price wars be 
prevented? 


Stopping Price Fights 


The survey by National Petro- 
leum News turned up a flock of 
suggested remedies. No one of them 
will stop price conflicts—throat-cut- 
ting, profit-wrecking price battles as 
distinguished from orderly competitive 
price reductions resulting from norma 
supply-demand forces. . 

There would also seem to be one or 
two “disturbing” factors which no 
“medicine” can reach. One of these is 
the “new face” entering a market. For 
instance, there is a new major on the 
Eastern Seaboard that is shouldering 
its way into the market. But this com- 
pany’s major competitors see “nothing 
new—nothing wrong” in this develop- 
ment. They point to industry history, 
which indicates that a new marketing 
company is always a “disturbing” fac- 
tor until it has established itself. Then 
it settles eventually to “get a price out 
of its gasoline.” 

Aside from such unusual problems, 
some combination of these suggestions 
made by a representative cross-section 
of industry representatives, sincerely 
applied, should halt price wars: 


1. Establishing and maintaining a 
high code of ethics. 

Oil men say this is the obvious. It 
demands a critical examination by 
each company individually of its mar- 
keting practices and no all market-dis- 
rupting undercover deals. 

Setting retail prices can expose a 
company to a Sherman Antitrust Act 
“price-fixing” charge. But every com- 
pany can reserve the right to insure 
that its marketers engage in ethical, as 
distinguished from unfair, competition. 
Every company can avoid using a di- 
rect operation and/or distributorship 


to handle the good accounts in a ter- 
ritory while it employs another dis- 
tributor or peddler to take care of the 
“undesirable,” price-cutting accounts. 


2. Elimination of special discounts. 

This seems to be the slippery, 
marshy foundation on which every 
price war-plagued marketing territory 
rests. When a dealer gets a discount 
from his supplier, word finally gets 
around, even if he tries to hide it. It is 
tough for another supplier to convince 
his dealers he is not giving the same 
kind of discounts. 

When dealers put the heat on in 
earnest, the supplier is almost forced to 
capitulate. It will surrender much more 
quickly if the heat comes from a 
choice account, particularly if competi- 
tors are besieging that dealer with all 
kinds of offers to shift suppliers. 

Marketers note that “discounts” and 
“concessions” take in a lot of territory. 

There are more ways to slip some- 
thing extra into an account’s cash 
register than through a knockdown off 
tank wagon. 

Often some of the same majors who 
denounce them are giving money dis- 
counts themselves. More frequently, a 
major will offer a dealer a new drive- 
way, free. Another will come along and 
offer him an air pump; another, a lift. 
Still another will paint his station, in- 
stall new doors, etc. This represents 
immediate cash outlay, sometimes 
amounting to $2,500 or more. The dis- 
tributor usually can’t afford it. He may 
then counter with a discount. 

The discount-concession system may 
represent the essence of real competi- 
tion, as some industry sources say it 
does. But it spelis eventual marketing 
trouble and ultimate price wars. 


3. Correcting oversupply. 

“Oversupply” may mean that the 
oil industry as a whole has excessively 
high inventories (as is true today); that 
a specific area is over-supplied; that 
one particular company’s inventories 
are too high; or that some company’s 
marketing sales have never been in 
balance with its refinery operations. 
Today, all of them might apply. One 
disgusted Chicago sales manager for a 
major company put into these words 
the feelings of many industry men: 

“The industry made a fundamental 
mistake when it refused to recognize 
the fact and postponed refinery run 
cuts until this fall. They should have 
been announced 90 days earlier. Grow- 
ing out of the oversupply is a certain 
availability of products at price con- 
cessions—from independent refiners 
and very often from the bigger boys 
who are loath to pull back their runs. 
As a result, some marketers are 
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SERVICE STATION LIGHTING 
the modern better lighting 
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Guardian Light Company 
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PRICES 


tempted to use this price advantage in 
unwise excursions into price cutting 
to the consumer.” 

Sun’s Mr. Dunlop attributes the 
super-abundacy of supplies to the in- 
dustry’s meeting of government pre- 
paredness goals and that “demand will 
catch up with our capacity to supply 
it.” He is against refinery cutbacks, as 
a general rule, because of the “loss of 
operating efficiency and a rise in the 
per unit cost of production.” 

Gradual reduction of well-to-pump 
prices, he thinks, would increase con- 
sumption and hasten the day when 
demand and supply meet. 

That approach could multiply, not 
decrease, price wars and it is not gen- 
erally applauded by the industry. Most 
industry people subscribe to the view 
of one state jobber association official: 
“We may as well face the fact that, 
when gasoline is running out of every- 
body’s ears, it isn’t worth what it used 
to be worth. Trying to maintain normal 
prices in the face of abnormal price- 
supply market conditions is hopeless.” 

4. Choosing outlets wisely. 

When a supplier permits his ac- 
counts to build gallonage and accounts 
by “unethical,” though legal, methods, 
he is asking for trouble. 

By paying more attention to im- 
proving service, giving customers more 
“extras” they can’t get at cut-rate sta- 
tions, by encouraging the use of good 
margins to hire good help and pay 
good wages, suppliers find the average 
motorist doesn’t mind paying a little 
more for better-quality goods and con- 
siderate attention. 

5. Halting discount sales to private 
brand marketers when the effect is to 
subsidize cut-raters who are compet- 
ing unfairly with the suppliers’ own 
retail outlets. 

Refiners are releasing gasoline at 
discount to well-known cut-raters in 
Minneapolis-St. Paul. Marketers in the 
area agree “it is only a matter of time 
before they'll be fighting themselves 
with their own gasoline again.” 

The wholesale situation is so touchy 
there that suppliers are afraid to quote 
prices to spot buyers/ resellers, because 
“we can’t tell who or what we’re buck- 
ing against. They “fish around” to 
learn previous quotations, meanwhile 
shading prices to hold certain retail 
service station accounts. 

Price wars rising out of this cause 
frequently find suppliers supporting 
their distributors and retailers with 
voluntary allowances in a price war 
brought on by cut-rate sales of their 
own products. Of course, it is pointed 
out, these discount sales to private 
brand marketers increase the suppliers’ 
over-all gallonage. Thus profits in- 


crease, in many instances, back 
through the refinery, transportation 
and well phases of operation. 

The solution is not easy. Freezing 
out the independent, private brand 
buyers would land a supplier in a 
morass of antitrust and governmental 
trouble. There is no practical method 
for “policing” private brand marketers 
or, for that matter, independent refin- 
ers without outlets of their own. 

But the following two suggestions 
have been made by oil men. 

6. Narrowing the spread between 
tank car and tank wagon. 

If, for illustrative purposes only, a 
distributor were buying tank car at 15¢ 
and posted tank wagon were 16¢, he 
would have precious little room—and 
even less incentive—to dish out dis- 
counts. 


But there would have to be room for 
legitimate expansion of distributors’ 
business, and any additional accrual 
of profit to the major oil companies 
would have a bad public reaction. 

7. Disposing of surplus gasoline 
through regular contract accounts. 

This proposal was advanced recently 
by Miles Schermerhorn, Illinois Petro- 
leum Marketers Assn. president. He 
said the excess above what the supplier 
can move at normal prices through his 
contract accounts should be made 
available to those accounts “on a per- 
centage ratio, at the same special price 
he would sell it if dumped on the open 
market.” 


He believes the jobber or distributor 
may have been purchasing this amount 
on the outside anyway. He argues that 
it might eliminate some of the price 
wars occurring “when there is a lot of 
surplus gasoline floating around at a 
price.” 

Even if this specific proposal is not 
practical, oil men say it might be sensi- 
ble to let contract buyers have the ad- 
vantage of price concessions from their 
suppliers, if the same discounts are 
being offered outside marketers. 

8. Posting a reasonable pump dif- 
ferential with private brands. 

Industry people agree that there is 
room for some differential between 
branded pump prices and private 
brands. The question is where to draw 
the line. Practically everyone agrees 
that when the private brands “get too 
far under the majors, the war is on.” 
One major company official confesses 
privately to losing $45,000 monthly in 
one large Southwest city. His jobber 
there says it is either that or be ex- 
tinguished and try perhaps to make a 
come-back years later. 

There seems to be a widespread con- 
ception throughout the industry that a 
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2¢ differential is acceptable. Sun's Mr. 
Wright, however, among others, ques- 
tions that. His studies have convinced 
him that, while there is a “valid dif- 
ferential” to offset major company 
prestige, national advertising, service, 
etc., it varies with (1) the area, (2) 
grade of private brand gasoline and 
(3) physical facilities of the private 
brand station. The differential may be 
as low as 1¢, according to Mr. Wright 
and others. 

On the other hand, a private brand 
jobber selling good quality gasoline in 
Houston holds his price 2¢ to 3¢ under 
the majors’ and experiences no price 
war trouble. There, he says, the trouble 
starts when private brands go below 
the 2¢ or 3¢, usually by selling cheap 
recycled gasoline. 

One marketer notes that obviously, 
the private brand cut-rater is not going 
to be talked out of his habits. The 
marketer says that leaves the branded 
suppliers only this  three-pronged 
choice: 


—In all fairness, rely on com- 
plete, factual information in de- 
termining the true differential 
for any area. 

—When a cut-rater is bent on 
breaking the market, “fight it 
out.” 

—DMake the price reductions 
within hours, instead of weeks. 
While this might temporarily in- 

crease the number of wars, a territorial 
sales chief for one major says, “the 
private brands now give more consid- 
eration than they did in the past be- 
fore they cut prices in Denver” thanks 
to that defense strategy. 

9. Forming and encouraging strong, 
fair dealer organizations. 

Oil men point out that by itself, a 
dealers’ association cannot prevent a 
price war—as witness the current New 
Jersey situation. But a number of 
Wilkes-Barre distributors agreed that 
given “a good, fair, substantial dealers’ 
organization in the area with a pur- 
pose, the dealers could all make a 
living and be happy.” 


They say that to be successful such 
a group must aim primarily at elimi- 
nating bad marketing practices. To 
avoid antitrust entanglements it must 
steer entirely and unequivocally clear 
of all price matters. But it can educate 
its members on the bad effects of such 
things as “circus signs” and discount- 
grabbing. It can put across the lesson 
from industry history that gallonage 
gains won from price wars are only 
temporary, that volume might have to 
double to return the same profit at 
depressed prices. 

One major’s general sales manager 
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equip your trucks with 


OPERATE PRODUCT PUMPS AND HOSE REELS 


This Pump-Motor is @ single shaft, flange- Increase the efficiency of your tank trucks with the hydraulic 
rn ee system made possible by the new Roper Pump-Motor. This is a 
unit tailor-made for fuel transfer applications ... your needs 
and your pocketbook were in the minds of the Roper designers 
and engineers who developed this dependable, ‘“‘double-duty”’ 
pump-motor. It offers these outstanding advantages: (1) Ex- 
Double-shatied, foot P/0sion-proof... (2) A convenient dual system for split loads... 
mounted unit that op- (3) Increases product pump life as the product pump runs only 
ig alga is when making the fill... (4) Dependable — maintenance and 
down time are virtually nil... (5) A convenient time-saver 
that speeds deliveries... (6) Less costly to operate in the long run. 
Get all the facts . . . all the details from your Roper distributor. 
Then compare this system with other methods of delivery and 
you'll discover that the Roper Pump-Motor is your best buy in 
hydraulic power. 


This crrangement with 
double-shafted motor 
graphically illustrates its 
vse with two product 
pumps, operated inde- 

Hook-up arrangement of single-sheft pendently with overrun- 
pump-motor with femous Roper Series ning clutch-couplings. 
3600 Truck Pump. 
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ROPER PUMP-MOTOR HYDRAULIC DRIVE 
@ Operates one or more pumps or reels. 

@ Eliminotes auxiliary engines. 

@ System increases product pump life. 

@ Explosion-proof at no extra cost. 

@ Offers greater flexibility and convenience. 

@ Power input is smooth and shockless. 


@ Drives other makes of pumps, as well. 
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Actual installation of power hose reel as related to Roper Pump- 
Motor. Because power is obtained from the truck P.T.0., there is 
no need for electric motor and resultant drain on the bottery. 
Safety is also on importent feature, for the hydraulic system 
itself is explosion-proof. 


The Roper Pump-Motor provides a compact system that eliminates 
the need for expensive auxiliary ges engines. An afrangement 
of this type alse offers convenience and flexibility of locations; 
@ factor that makes servicing quicker and easier. Here the Pumnp- 
Motor is direct connected to the product pump. 
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points out that lowa demand for pe- 
troleum is about the same this year as 
last, despite the 5% national gain. 
Looking at the national increase, many 
Iowa dealers feel they are losing a 
share of the market and start giving 
discounts to pull up their gallonage, 
ultimately sparking price wars. A legit- 
imate function of dealers’ associa- 
tions would be clarification of such 
problems by study of tax records. 

10. Slowing down station building. 

This is controversial. One Wyoming 
Valley dealer criticized as a price-cut- 
ter pointed out that, along Union St., 
there are some 26 stations within an 
eight or nine-mile stretch, compared 
with about eight groceries, only one of 
which can be classed as a supermarket. 

“Every family buys groceries; not 
every one has an automobile,” he de- 
clared. “Even if it does, the car does 
not need gasoline every day. Yet the 
majors are still building stations which 
will siphon off some of the available 
business.” 

A private brand dealer in Maine 
saw this “over-building” result: “At 
the rate they’ve (majors) been going, 
the government will regulate us, sure 
as God made green apples.” 

Summing up the argument on the 
other side, a Chicago marketing of- 
ficial for a major company asserted: 

“To cut back on construction would 
be a form of industry retrogression. 
Expansion of service stations is nec- 
essary and inevitable, whether they be 
new outlets or rehabilitations.” 

As he saw it, a “shaking down” 
process is under way in some areas 
where many new stations have been 
built. But he termed this “trigger” re- 
action which will end quickly. 

It is elementary that gasoline must 
be sold and will sell best, other factors 
being equal, where it is “packaged” 
the best. Common sense must rule in 
selecting locations which will pay off 
the investment in a reasonable period 
of time and in avoiding the construc- 
tion of stations for prestige alone. 

11. Government intervention. 

Within the oil industry, the advocate 
of strong government regulation is a 
rare creature, although some elements 
propose various milder government ac- 
tion. 

Proposals designed to stabilize the 
market are heard from time to time 
during the heat of a price war. 

Below Cost Rules—They usually 
center on the Fair Trade or Below Cost 
approaches. Basically, the idea is that 
a “floor” is placed under a product by 
the manufacturer under which the re- 
tailer may not sell, or that by one 
means or another, the minimum “cost” 


of marketing a product within a speci- 
fic area is established and no one may 
sell “below cost.” 

Michigan has had a Below Cost law 
for several years. It authorizes dealers 
to band together, obtain an impartial 
cost survey in a given area and estab- 
lish a weighted average of the lower 
one-third of the dealers in a territory, 
costwise. A station operator selling 
below this average would be violating 
the law, unless he could prove his costs 
were actually lower. 

The statute has had a deterring effect 
on price wars, but has not eliminated 
them. The survey, which must be 
dealer-financed, is expensive, and the 
state needs facts in order to prosecute. 
And the law does not prevent a dealer 
receiving a discount from undercutting 
the market. 

If such courses proved practical and 
effective, industry competition as it is 
now known would end and, in the view 
of majority industry opinion, govern- 
ment regulation leading toward the 
end-use control of fuels, station loca- 
tion by government edict, etc., might 
not be far behind. 

12. Strengthening the supplier-mar- 
keter relationship. 

There is a substantial amount of 
feeling that majors’ men in the field 
are “jealous” of the jobber-distributor. 
Fairly wide-spread is the feeling that 
the suppliers either do not care or do 
not understand the marketer’s prob- 
lems. On the other side, one major 
company field man asked about mar- 
keters’ problems in his territory, re- 
plied, “Margins, just margins. They 
keep asking for more. Give it to them 
and they give it away to collect more 
accounts.” 

There are signs, however, of a 
“change of attitude” by the majors, ac- 
cording to the president of one state 
jobbers association. 

“We don’t want to have to resort to 
the government,” he added. “We want 
to feel that we can go right to our sup- 
pliers and discuss mutual problems 
with them—and that we can work to- 
gether to clean up the ills of our in- 
dustry within the industry. 

“We think if we took our troubles 
to the government, we might be invit- 
ing trouble for everybody concerned, 
in the end. We'd like to be able to have 
a lot more confidence in our suppliers 
sO we won't have to go to the govern- 
ment. And it’s beginning to look like 
confidence of that kind will be war- 
ranted before too long.” 

13. Refusing to act on hearsay. 

If top executives refuse to “rely on 
second-hand information which could 
be inaccurate” purporting to show 
their companies’ actions in the field 


are wholly ethical, reasonable and con- 
sistent, and were slower to act on al- 
leged misbehavior of others, many 
price wars might not occur. 

There is a certain amount of agita- 
tion at the present moment for some 
kind of “government investigation” of 
price wars, aside from the NOJC po- 
sition. 

There have been Federal Trade 
Commission field studies of gasoline 
price incidents in Syracuse, N. Y., and 
in Georgia and Mississippi. So far, no 
tangible results have been reported. 

The Antitrust Picture — Here, 
briefly, is the antitrust aspect of price 
wars: 

The Justice Department, which has 
received some complaints, is limited 
practically to prosecutions under the 
Sherman Antitrust Act and the crim- 
inal provisions of the Robinson-Pat- 
man Antitrust Act, according to DJ 
attorneys familiar with petroleum mat- 
ters. 

The department can move under 
the Sherman Act if it has evidence of 
resale price-fixing—for instance, if it 
finds that a company was directing its 
dealers to lower their pump prices in 
order to better its competitive posi- 
tion. But, as one DJ attorney put it: 

“Who has guts enough to request a 
court to enjoin an oil company from 
directing lower prices to the consumer? 
That would be economic suicide and 
political disaster.” 

As for the DJ role under the Rob- 
inson-Patman Act, these attorneys 
point out that the department needs 
such strong and factual evidence that 
criminal prosecutions under it are 
practically impossible. 

The FTC would have a much easier 
time operating under the civil pro- 
visions of the Robinson-Patman Act— 
moving primarily against secret re- 
bates and discounts which discriminate 
against one customer and favor an- 
other of the same class. That is, gen- 
erally speaking, the same premise 
underlying the pending Detroit Case. 

However, discounts are not out- 
lawed, per se, and it would be up to 
FTC to prove that discrimination was 
involved, that the customers were in 
the same class, etc. Broadly speaking, 
a company has a fairly wide latitude 
in classifying its buyers. 

To sum it up, there is virtually no 
possibility of DJ moving into the price 
war scenes; there is a good possibility 
that FTC will. 

But there is a strong probability 
that one congressional committee or 
another will be the first to probe into 
price wars and make its findings 
public. 
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We're Switching, Too... 


Many a grateful petroleum distributor has picked up our suggestion— 
“Switch to Richfield”. It’s worked out so well for them, and for us, that 
we've decided to take our own advice, in reverse. So we're taking a moment 
to switch from the cream and blue of Richfield to Santa’s merry red cap 
and wish you, one and all, the happiest holiday and best New Year ever. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 


Serving the Eastern Seaboard from Maine through the Carolinas 
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OPERATORS say it! 


Here's a sample of what they are saying about 
the Mack Thermodyne® Diesel: 


"Mack diesels averaging 7% miles per 
gallon on mountain runs with payloads of 
32,000 Ibs.” 


“The most economical engine we have ever 
operated.” 

“These engines are averaging 7.5 miles per 
gallon. Some have even hit as high as 8.3 
miles.” 

"No other diesel engine in its class has 
approached such fuel economy.” 


Many hundreds of these engines sold and in 
operation throughout the country confirm in 
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fullest measure the amazing results previously 
obtained in more than two years of exhaustive 
field and laboratory tests. 


Now it's the talk of the industry that the Mack 
Thermodyne Diesel is the most advanced auto- 
motive diesel engine offered today. 


But don't take our word for it. For conclusive 
evidence of the truly amazing fuel savings that 
operators are realizing with the Mack Ther- 
modyne Diesel, get the story first hand. Your 
nearby Mack branch or distributor will gladly 
refer you to users of the Mack Thermodyne 
Diesel whose operating conditions are similar 
to your own. 


Factory branches and distributors in all principal cities 
service and parts. in Canada: Mack Trucks of Canada, 
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MULTIPLE SERVICE AREAS, each with at least two stations, are how the industry hopes to put... 


Competition on the Ohio Turnpike 


The chances might be no better than 50-50, but the oil industry in 
Ohio at least could hope this week that the Ohio Turnpike Commis- 
sion will accept an industry proposal to establish 16 multiple service 


areas along the 241-mile pike. 


And this solution to a big question would mean: 


An average of 65,000 to 78,000 gal. 
of gasoline per month moved per sta- 
tion when the highway opens in 1955. 

At least five oil companies compet- 
ing for service station business. 

A minimum of two service stations 
in each service area, with no one com- 
pany having stations at two consecu- 
tive sites along the road. 

A 50-50 chance of commission ac- 
ceptance of the proposal, or at least 
the principal points of the plan, was 
seen by one industry spokesman. An- 
other declared that whether service 
areas are approved or not, bidding 
for sites would be spirited, might even 
be a repeat of the recent “wild bid- 
ding” for West Virginia Turnpike sites. 

As submitted by the Ohio Petro- 
leum Industry Committee and Ohio 
Petroleum Marketers Assn., the in- 
dustry proposal is pitched to the de- 
sire of motorists for a freedom of 
choice among competitive suppliers. 

A service area layout and model 
presented to the commission by the 
industry included these features: 

Restaurant with adjacent parking 
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facilities; Picnic area; Smack bar; 
Service areas and off-the-turnpike 
parking for employes and other mo- 
torists wishing to use the service area; 
Conventional servicenter development; 
and Emergency truck parking area. 
Principal difference between the 
layout and those operating now on 
other turnpikes is a separation of 
service stations from the restaurant. 
Layout and design of service station 
facilities follows principles and fun- 
damentals common to the oil industry 
for many years, commission was told. 
And the proposal goes on to say: 
“Another advantage this multiple 
trading area has . . . is that two sep- 
arate stations—or possibly three—at 
each location, would automatically 
furnish the incentive for each to main- 
tain the high standard of service which 
you turnpike commissioners will insist 
upon for the motoring public.” 
Proposal also suggests the establish- 
ment of four truck service areas, 
pointing out that about 65% of turn- 
pike revenue will come from trucks. 
The industry estimated about 50 


million vehicles per year will use the 
turnpike, with about 693,500 (or 1,900 
per day) traversing the entire length 
of the pike. About 131,495,000 gal. 
of gasoline will be consumed, with 
25-30 million gal. being purchased on 
the pike itself. 

Key points in the industry proposal 
to the Turnpike Commission include: 

1. Of the 16 service areas estab- 
lished, eight to be located on each 
side and spaced about 30 miles apart. 

2. Bids most satisfactory to get 
first choice of location. Subsequent 
bidders to meet successful bidders’ 
price. 

3. Each bidder should be permitted 
to conform to size and shape of build- 
ing customarily used in the industry 
today on non-toll highways. 

4. Commission to build station fa- 
cilities for successful bidders. 

5. No bidder to have two sites 
consecutively located on the same side 
of the turnpike, or more sites than 
represent 20% of the total number of 
sites available. 

6. Leases to be for five years. 

7. Leases may be terminated if 
lessee fails to meet standards of opera- 
tions desired. 

8. Lessee, with written consent of 
the commission, to be permitted to sub- 
lease stations to individual operators. 
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See how others are saving money 
with equipment built of USS COR-TEN-STEEL 


The Beall Pipe and Tank Corpora- 
tion used USS Cor-TEN steel— 
in lighter gage—in place of regular 
carbon steel in the construction of 
this gasoline truck tank. The result: 
The over-all weight of the truck 
tank was reduced three-quarters of 
a ton—1500 pounds. The 242 
gallons of gasoline that ride in 
place of the 1500 pounds of 
weight saved are hauled at no 
extra cost. Each of the free- 
riding gallons saves about $3.00 

per year in delivery costs. A total 
annual saving of $725. 





Built by the Brown Steel Tank Com- 
pany this tanker can carry 7,000 gal- 
lons of gasoline. If it had been built to 
the same over-all weight with ordi- 
nary steel, it could have carried only 
$,845 gallons. In other words, 932 
pounds of unneeded weight were 
trimmed off by Cor-TEN steel con- 
struction and replaced by capacity for 
155 extra gallons of gasoline. 

Figured at $3.00 per year de- 





livery cost per gallon this extra 
capacity saves $465 annually 


2,600 pounds of deadweight 

were trimmed off this 10,000 

gallon train because Butler 
Manufacturing selected USS Cor- 
TEN steel for tank construction in- 
stead of regular carbon steel. When 
fully loaded this train weighs no 
more than if built the ordinary way 
—but it can carry an additional 420 
gallons of gasoline, which at $3.00 
per gallon yearly delivery cost means 
a total annual saving of $1250. 





You can get cost-saving benefits like these in your equipment, too! 


By building lighter with USS Cor- 
TEN steel, you can obtain increased 
capacity without increasing loaded 
weight. The extra steel poundage re- 
quired in ordinary construction is 
traded for additional pounds of pay- 
load. If preferred, however, the ca- 


UNITED STATES STEEL CORPORATION, PITTSBURGH 


WATIONAL TUBE DIVISION, PITTSBURGH - 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


pacity you would have in a unit 
built the ordinary way can be main- 
tained, and both deadweight and 
loaded weight reduced. 

Cor-TEN steel-built tankers also 
require less maintenance and last 
longer, because USS Cor-TEn steel 


AMERICAN STEEL & WIRE DIVISION, CLEVELAND + 


UNITED STATES STEEL EXPORT COMPANY, KEW YORK 


has a 50% higher yield point than 
carbon steel . . . gives 4 to 6 times 
the resistance to atmospheric corro- 
sion .. . and offers higher resistance 
to load surge and road vibration. 

For more information get in touch 
with our nearest district office. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


USS COR-TEN High Strength STEEL Gs) 


a 
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His cars not ready \ What we need 
thére’s no air is a new Westinghouse 
to finith the job ——— Air Compressor 


AYBE the compressor’s too small for all the equipment to 
M which it must supply air . . . maybe it’s just worn out. What- 
ever the cause, the old compressor is responsible for an unhappy 
customer. 

You can prevent situations like this with a new Westinghouse 
Air Compressor. From the wide range of models available, you 
can select one with adequate capacity for all your present air- 
operated equipment and some to spare for new tools you may add. 

Years and years of dependable service are built into Westing- 
house Air Compressors through such exclusive Westinghouse 
features as low oil level protection that keeps the compressor from 
pumping air unless oil is at the proper level, the positive starting 
unloader that prevents loading until rated motor speed is attained, 
and controlled pressure lubrication. They are only a few of the 
features that put sturdy, reliable Westinghouse Air Compressors 
in a class by themselves. 

Get full information from the Westinghouse Air Compressor 
dealer listed in the classified section of your telephone directory. 


When you need service, your dealer is always available. INSTALL THIS DEPENDABLE 
WESTINGHOUSE “YAIR COMPRESSOR 


Whether your air requirements are large or small, 
there’s a Westinghouse “Y” in the proper size to 


* . handle the job. These two-stage, two-cylinder com- 

pressors are available in sizes from 1% hp with 

estin Ouse | Bra = 7.4 c.f.m. displacement up to the big 15 hp model 
with 68 c.f.m. displacement. They'll give you high 

pressure for the jobs that require it, and, with 


® O M Pp A N Y addition of a Westinghouse Reducing Valve, fixed 


low pressure for jobs like spraying or polishing. 
INDUSTRIAL PRODUCTS DIVISION WILMERDING, PENNA. 
Factory Branch: EMERYVILLE, CALIF. Distributors throughout the United States... Consult your Classified Directory. Distributed in Canada by: Canadian Westinghouse Co., Ltd., Hamilton, Ontario. 
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MERCHANDISING 


Re gE - ~ 


QRADO # 
vERS 


DECAL FOR OWN MOTOR OIL is discussed by key per- 
sonnel of Denver jobbership (left to right): Warehouse fore- 
man; Louis R. Freeman, sales manager; G. M. Dolezal, presi- 


dent and general manager; and Miss Theresa H. C. Johnson, 
company secretary. Colorado Petroleum Products Co. brought 
out the motor oil last year aiming at the industrial market 


Jobber Scores with Private-Brand Oil 


Last year, Colorado Petroleum Products Co: brought out a motor 
oil of its own, with the big commercial market in mind, and sold 


1,600 gal. the first year. 


Then it used its new motor oil, called “Rugged,” to acquire a 


big commercial account. 


Today, monthly sales are three times last year’s monthly volume. 
The experience of this Denver jobber shows that it is possible 
for a medium-sized jobber to market his own lubricating oil and make 


a success of it. 


Colorado Petroleum was up against 
the problem of competing against ma- 
jor suppliers and large jobbers, with 
well-known brands, for the big truck- 
ing market in Denver. So G. M. 
Dolezal, president and general man- 
ager, began hunting for an oil he 
could take to big users and say: “Look, 
we have a fine oil at a price you'll 
like.” 

“Finally, we got ‘Rugged’,” says 
Mr. Dolezal. “It was the result of our 
efforts to obtain the finest possible 
motor oil that could be sold at a 
low price in a bid for commercial 
business.” 

He decided on a mid-Continent oil 


“because commercial users won't pay 
the differential for the name of Penn- 
sylvania,” he explained. Now his Rug- 
ged oil is manufactured for the com- 
pany by the Pure Oil refinery at Smiths 
Bluff, Tex. It sells for 65¢ a gal., com- 
pared with $1.17 a gal. for Quaker 
State, which the company also han- 
dies, as Denver franchise-holder. 

Now Mr. Dolezal reports he has 
used a “three-P” formula for pushing 
the new oil—price, product and per- 
sistence. 

Sell Three Brands—As distributors 
of three brands of motor oil—Quaker 
State, Rugged, and another private- 
brand oil called “Precision” a Penn 
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oil that sells for 80¢ a gal.)—Colorado 
Petroleum Products has devoted much 
attention and technique to merchan- 
dising them. 

Just as “Rugged” is aimed at the 
commercial market, the other two 
motor oils have their own spheres. 
“Precision” is for the new car dealers, 
and “Quaker State” is considered the 
“door-knocker.” 

The company has sold “Precision” 
for many years, having developed it 
for the automobile dealers. The appeal 
is a high-grade Penn oil with a better 
margin for the dealers, says Mr. 
Dolezal. 

Quaker State is sold to about 70% 
of Denver stations. “That’s our door- 
knocker,” says Mr. Dolezal. “We can't 
get into all stations with our gasoline, 
but we can with Quaker State.” 

The company’s lubricating oil vol- 
ume will reach about 125,000 gal. this 
month—70,000 gal. of Quaker State, 
20,000 gal. of Precision and 35,000 
gal. of Rugged. 

“Valued” Jobber —A_ jobber for 
Standard Oil Co. of Indiana, (2,500,- 
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Patented Double 
Safety-Guard 
Liner Shields 

Against Blowouts 


Key to the blowout protection of the Miller Safety- 
Guard Imperial is the patented double Blowout 
Shield which covers the inside of the tire from bead 
to bead. If any cords in the tire become badly 
bruised or broken, flexing will eventually cause a 
small hole in the Blowout Shield. Under normal 
running conditions air is released slowly—a slow- 
out instead of a blowout. 


No More Flats... 
Punctures are Sealed 
While You Drive 


A layer of special gummy 

rubber called the Sofety- 
Guard Sealant is under the tread area of the Miller 
Safety-Guard tubeless tire. This protects motorists 
against the No. 1 cause of driving delays... flat 
tires. When a puncturing object penetrates the tire, 
the Safety-Guard Sealant surrounds it, firmly seal- 
ing it off and preventing loss of air. After the 
object has been removed, this pliable rubber seals 
the hole instantly and permanently. 


Patented Safety- 
Guard Rim Seal 
Prevents Air Escape 


Safety-Guard Rim Seals are o series of ridges 
molded onto the outside of the bead. When the 


NEW MILLER TUBELESS TIRE MEANS 
EXTRA SAFETY FOR YOUR CUSTOMERS 
... EXTRA PROFITS FOR you! 


The all-new Miller puncture-sealing tubeless tire offers motorists extra 
protection against the triple-threat of blowouts, punctures and skids. 
The extra safety and extra mileage features of this all-new tire are easy 
to explain and demonstrate...make the Safety-Guard Imperial easy to sell. 
Here are the major product features that can mean more business for you: 





tire is inflated, these ridges press against the 
rim and serve as a series of air dams to stop any 
loss of air around the rim. The Miller Safety-Guard 
Imperial can be mounted on any standard, full drop 
center rim (wire wheels require special treatment). 


Special Valve 
Keeps Air In 


The special Safety-Guard valve on this new tire 
includes two special rubber washers that seal 
against air leakage. It fits the valve hole in all 
standard rims. The rim becomes part of the 
Safety-Guard air retaining wall. 


New Type 
of Tread 
Protects 
Against 
Skids 


New type Grip Fast Blocks combined with notched 
center bars give amazing non-skid on wet streets. 
Blocks are scientifically sized and spaced to avoid 
road noise and hum. Tread of the Safety-Guard 
Imperial is wider than those of conventional tires 
... puts more rubber on the road. Center of 
the tread is also flatter to reduce scuffing. 
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IT'S NEW... 
THE REMARKABLE ALL-NEW MILLER 


IT'S NEWS 


TUBELESS TIRE 


HERE’S a big new profit-maker in store 
for TBA marketers who have the Miller 
Franchise. It’s the all-new Miller Safety- 
Guard Imperial Puncture-Sealing Tubeless 


Your retailers will get more money for 
this great new tire . . . although its price is 
within easy reach of the average car owner 


... and they can sell it at a net profit that can 


Tire. The protection that this new tire offers 
against blowouts, punctures and skids can 
be advertised and promoted to bring cus- 
tomers to you... and to help build your 
business. Contrast the appeal of this “quality 
leader” with what many tire retailers must 
offer the public . . . “price leaders”, usually 
2nd and 3rd line tires, that have nothing 
beyond the price tag to interest the public. 


be substantially greater than they’re prob- 
ably getting now. 


The Safety-Guard Imperial is a big new 
feature of the Miller Franchise that includes 
such important advantages as protected terri- 
tory...a complete, quality line of truck, farm 
and passenger Car tires .. . a complete mer- 
chandising program, including national area 
advertising, that is especially designed for 
oil companies . . . and the help of able, expe- 
rienced tire men. To start making money 
with Miller please use the coupon below. 














MILLER RUBBER COMPANY, Akron, Ohio 


A Division of The B. F. Goodrich Company 


We want more information on the Miller Safety-Guard Imperial 
Puncture-Sealing Tubeless Tire, and how we can make more 
money with the Miller specialized franchise for oil companies. 


(CD Send us complete information on the new Miller Safety-Guard 
Imperial. 


(C) Have our Miller representative give us the facts on how to make 
more money with Miller. 
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MERCHANDISING 


A STANDARD OF INDIANA jobber, G. 


M. Dolezal has built sales of gasoline 


from 100,000 gal. to 2,500,000 gal. and has successfully promoted his own brand of 
motor oil. Here he and Louis R. Freeman, sales manager (center), talk things over 
with a station manager. His bulk plant is in background 


000 gal. of gasoline last year) the firm 
has been described by the supplier 
as “one of our most valued distribu- 
tors.” 

Marketing area for Colorado Petro- 
leum is the city of Denver and its 
suburbs. Gasoline is sold through five 
stations which the jobber controls 
through leases and at others owned 


by operators. Standard of Indiana 
supplies its own direct outlets, in Den- 
ver, too. The Dolezal stations carry 
the Standard name. 

The jobber serves 425 accounts, of 
which 60 handle Precision oil and 20, 
the Rugged brand. 

Stress Quality — Quality has been 
the company’s uppermost considera- 





NEW FIXED POSITION STEBERLITES 
SOLVE MANY LIGHTING PROBLEMS 


SR 
u 


$-393 Steberlite 
3-lamp Unit with 
$-400 Steberlite 
top mounted. 


$-393 Steberlite 
3-lamp Unit with 
5-lamp cluster 
top mounted. 


Pre-Set Light Pattern Makes 
Planning and Installation Easy, Fast—Lowers Costs 


Now you can lay out area lighting jobs quickly, accurately and 
be sure that the completed installation will provide exactly the 


light pattern shown in your plans. 


New Fixed Position Steberlites give you a scientifically 
pre- set light pattern to flood a specific area with uniform, high 
level light. Steberlites eliminate the hours of labor required to 
aim many individual units while attempting to gain the same 
results. Relamping, pole vibrations or wind will not alter the 
alignment of these units. When you specify Fixed Position 
Steberlites on your lighting plan, you're sure to get the safe, 
uniform, attractive lighting that you want. 

Fixed Position Steberlites are weatherproof cast aluminum 
units complete with large wiring compartment and pole top 
fitter. They are available in two to five lamp units with covers 

—-— tapped for mounting additional lamps or clusters. 


@ \ 
4 tion of poles. 


/STEBER\ 








Write for Bulletin No. 120-53 complete with 
iso-foot-candle curves. Templates of these curves 
placed over a scaled area drawing indicates the 
number of Steberlite units needed and the loca- 


STEBER a. co. 


88, Broadview 
PI ad P.0.), IIlinois 


Sold through leading wholesalers. 





tion over the years, says Mr. Dolezal. 
“We have never had any complaints 
about the quality of our merchandise,” 
he says. “Maybe some customers have 
complained about the bookkeeping, or 
deliveries or things like that. But not 
quality. So we must have been carry- 
ing the right kind of products.” 

Although motor oil is a strong part 
of the operation, it has not been al- 
lowed to become dominant. “We don’t 
strive any more on oil than we do 
on gasoline or grease,” says Mr. Dole- 
zal. “Oil probably yields the greatest 
margin of profit. It is the most satis- 
factory product. But we try to keep 
balance.” 

The jobbership is handled by a com- 
pact staff of 10 people. Besides Mr. 
Dolezal, the key persons are Louis R. 
Freeman, sales manager, and Miss 
Theresa Johnson, company secretary. 
There are two other salesmen, two 
office employes and three men in the 
warehouse. 

Equipment and Facilities—Storage 
consists of eight lube oil tanks, each 
with 3,500 gal. capacity; four tanks 
above ground (two with 22,500 gal. 
capacity each and two with 12,500 
gal capacity each) and three under- 
ground tanks (one at 10,000 gal. and 
two with 6,000 gal. capacity each). 

The main building, about 60’ x 270’, 
accommodates the office in front and 
two warehouses, one for bulk goods 
and the other for canned goods. 

Inventory, usually around $30,000 
to $35,000, is always active. 

The company has two tank trucks 
—1,300-gal. and 1,400-gal—and two 
pickup trucks for oil deliveries. 


in brief 

Stations Lead in Wax Sales—A mar- 
ket survey made by Johnson Wax Co. 
shows that 43% of all cleaners, pol- 
ishes and waxes are bought at service 
stations, 25% at accessory stores, 6% 
at hardware and paint stores, and 4% 
from auto dealers. In addition depart- 
ment stores get 2% of the business, 
and drug and variety stores, 1% each. 
Other types of outlets account for 5%. 

Survey also showed 62% of motor- 
ists do their own car polishing or wax- 
ing, while 19% buy wax and polish 
jobs. The other 19%, the survey in- 
dicates, apparently do not use wax or 
polish on their cars. 


Metal Gasoline Filter— A new, light- 
weight, gasoline filter is being sold by 
the Sparkler Manufacturing Co., 169 
Lake St., Mundelein, Ill. It employs a 
metal rather than a glass bowl to mini- 
mize breakage, but is claimed to be 
light enough for mounting in the gaso- 
line line, without additional support. 
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WHO NEEDS A TANKER 45 MILES LONG? 


In 1952, the Cities Service tanker fleet transported — one oil company, Cities Service, is performing in its 
52,540,000 barrels of crude oil and product.To handle — endeavor to produce, refine and market the world’s 
that cargo, in one load, would have required atanker finest petroleum products for the American con- 
at least 45 miles long. sumer, in quantities that permit them to be priced 
\ A ridiculous idea? Of course... but it provides a _ within his easy reach. 

graphic illustration of the amount of Cities Service is proud to be a top 
petroleum products moved on water Cc ITI E S member on the team of the American 
alone, by a single company alone, in a petroleum industry ... today doing 
single year. It paints for the eye a the greatest job in its history under 


picture of part of the tremendous job handicaps greater than ever before. 


Ate - 


An important part of the American Oil Scene 
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But why MEN over 45? 


Our doctors still don’t know 
why, but if you are a man 
over 45 you are six times as 
likely to develop lung cancer 
as a man of your age twenty 
years ago. They do know, 
however, that their chances 
of saving your life could be 
about ten times greater if 
they could only detect can- 
cer long before you yourself 
notice any symptom. (Only 
1 in every 20 lung cancers is 
being cured today, largely 
because most cases progress 
too far before detected. ) 


That’s why we urge that you 
make a habit of having your 
chest X-rayed every six 
months, no matter how well 
you may feel. The alarming 
increase of lung cancer in 
men over 45 more than jus- 
tifies such precautions. Far 
too many men die need- 
lessly! 


Our new film “The Warning 
Shadow” will tell you what 
every man should know 
about lung cancer. To find 
where and when you can see 
this film, and to get life- 
saving facts about other 
forms of cancer, phone the 
American Cancer Society 
office nearest you or simply 
write to “Cancer”’—in care 
of your jocal Post Office. 


American 
Cancer 


Society 





Be TIRES—BATTERIES—ACCESSORIES 


Old Antifreeze Means Trouble 


Users of glycol (permanent type) antifreeze definitely have the 
habit of leaving it in their cars at least through the summer. 

49.5% leave it in for two to three years. 

17% leave it in three or more years. 

20% of the cars begin to show an acid condition in the cooling 
system at the end of the first year’s use. 

49.5% have an acid radiator solution after two year’s use. 


These are the just-released results of 
a major oil company’s actual tests on 
car radiators made in six service sta- 
tions. They corroborate surveys made 
by others indicating that far too many 
motorists are ignorant of the harm they 
invite by antifreeze re-use—and point 
up the need for an education job that 
will open the door to more sales. 

Presence of rust or deposits in equal 
or even greater degree than 20% of 
the cars was revealed by the same tests. 
In fact rust or deposits were found in 
100% of the radiators where the anti- 
freeze had remained in the radiator 
three or more years. 

In all, 502 car owners were queried 
at the six stations. Of that total 312 
were users of glycol, or permanent- 
type, antifreeze. Despite the fact that 
the survey was made in the middle of 
the current fall season, only four out 
of the 312 radiators contained fresh 
antifreeze. 

Last Year’s Antifreeze—About one 
third (32.5%) contained antifreeze 
bought last winter and left in the car. 
It is among this group that the tests 
showed 20% with high acidity and 
rust or deposits present in the cooling 
system. 

What this amounts to is that one 
third of the glycol users are willing to 
gamble that they won't be the unlucky 
one out of five who winds up with a 
corroded cooling system, leading to 
hot spots, leaky radiators, or both. 
Complete protection could be bought 
for the dollar or two involved in a 
spring radiator flush plus a dose of 
inhibitor. 

Over Two Years Old—Poor as that 
gamble appears, it is nothing like the 
chance taken by the 49.5% who were 
found to have antifreeze from two to 
three years old and the 17% with anti- 
freeze over three years old. 

In the two to three-year group the 
chances are one out of two for cooling 
system acidity, while about 68% of 
these cars showed rust or deposits in 
the radiator. In the three years and 
over group better than 85% showed 
an acid solution, while every car in 
the group had rust or deposits. 

Driver Education—The high pro- 
portion of car owners who, through 
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negligence, ignorance or reasons of 
false economy, hang on to their old 
antifreeze, exists in the face of cam- 
paigns directed at educating them to 
the dangers in the practice. This type 
of advertising has been largely that of 
manufacturers of branded antifreeze. 
Oil companies selling their own private 
antifreeze brands have done little more 
than direct some mild, infrequent mes- 
sages to dealers. 

High Compression Engines—These 
survey results indicate that both deal- 
ers and the public fail to see the con- 
nection between corrosive solutions in 
the radiator and costly radiator repairs 
or poor engine performance caused by 
hot spots in the cooling system. They 
appear to take too literally the tag of 
“permanent” originally used to de- 
scribe the non-evaporative character- 
istics of glycol type antifreeze. 

And they do not realize that the con- 
tinuing trend toward higher engine 
compressions, generating considerably 
more heat, promises more trouble 
down the road. Heat accelerates all 
chemical reactions, and speeds the 
breakdown of the alkaline substances 
added to the antifreeze to inhibit cor- 
rosion. It also makes the engine more 
sensitive to uneven cooling when rust, 
scale, or sludge begin to accumulate 
in the cooling system. 


... in brief 


Antifreeze Campaign—The DuPont 
Co.’s fall antifreeze advertising and 
promotion campaign, tailored to fit the 
requirements of individual market 
areas, encourages motorists to have 
their cars winterized early. For the 
first time the company is using four- 
color ads in Sunday comic sections, in 
addition to a substantial ad schedule 
in daily newspapers across the nation 
and special color ads in two national 
magazines. Augmenting this coverage 
are radio and TV spot commercials, 
posters and point-of-sale aids. 

Gulf Markets Antifreeze—Gulf now 
has in its TBA line its own private 
brand, methanol type antifreeze, sell- 
ing under the trade name of Gulf 
ColdFlo. 
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WHEN A HOSE IS MADE WITH NEOPRENE... 


You can depend on it for every job 





resists the softening and 
swelling action of fuel oils, 
gasoline, solvents, and 
most chemicals. Smooth 
and tough, it assures a fast 
flow rate...does not de- 
velop mushy spots thot 
weaken hose. 


NEOPRENE 
COVER 


withstands dragging over 
rough surfaces, even 
when wet with oil. This 
rugged cover resists 
cracking, sunlight, and 
weathering. 
































CARGO LOADING HOSE 
made with neoprene is lightweight .. . 


CURB PUMP HOSE 
with neoprene tube and cover delivers 


TANK TRUCK HOSE 
of neoprene can take rough handling with- 


FUEL OIL HOSE 
with cover withstands dragging 





sets service records in handling oil prod- 
ucts and many chemicals. Smooth-bore 
neoprene tube has fast flow rate. 


jong, trouble-free service. The neoprene 
cover resists abrasion, sunlight and 
weather ... is flexible, easy to handle. 


out chipping and cracking .. . gasoline 
and oil products won't soften the tube. 


over rough surfaces, even when wet with 
oil. Neoprene tube resists the softening 


and swelling action of fuel oils 


TODAY’S INCREASED DEMAND 
for petroleum productsisthrow- 
ing a heavy load on delivery 
equipment. And hosemade with 
tube and cover of Du Pont neo- 
prene is doing its share—effi- 
ciently handling millions of gal- 
lons of gasoline, oil, and chem- 
icals under rugged operating 
conditions, year after year. 


Suchreassuring dependability 
is essential in meeting tight pro- 
duction schedules and delivery 


commitments.Sonexttime you You'll find neoprene will help 
reorder, specify hose made with in keeping maintenance costs 
a neoprene tube and cover. low by reducing replacements. 


FREE! THE NEOPRENE NOTEBOOK 
Every issue contains illustrated case histories, in- 
teresting stories, new applications of neoprene. 


Clip and mail this coupon to E. |. du Pont de yg” 
Nemours & Co. (inc.), Rubber Chemicals Division fp 


NEOPRENE 


The rubber made by 


Du Pont since 1932 NP 12 Wilmington 98, Delaware. 


soft 


Name 

















eee eae eae are we 
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THE NEW 


906 


Equipped with the inside Easy 
Reach hose. 


Hose reach of 13’ 8” from pump to 
nozzle tip. 


Hose pulls out with new ease, al- 
ways retracts positively. 


* * * 


Also available with outside Easy 
Reach hose in the Model 904. 


Hose loops are suspended close to 
pump. 


) New cable, weight and pulley sys- 
tem provides effortless operation 
and smooth, positive return. 





ORLDS MOST 
ATTRACTIVE 
PACKAGE for 


GASOLINE 


THE NEW GILBARCO 906 HAS EVERYTHING YOU WANT IN A GASOLINE PUMP! 


Attractive packaging sells — and an island pump is your sales 
package for gasoline. The 906, while harmonizing perfectly with 
‘previous Gilbarco models, is strikingly styled for customer appeal. 


Remarkable Legibility—New dial face for maximum read- 


ability ... nearly 20% larger ...200% brighter illumination. 
Self-cleaning visigauge. 


Rugged Construction —The most rigidly built of all gaso- 
line pumps for positively maintained alignment. 


Easy Servicing — Cam-locked doors and new slip-on side : Gilbert & Barker 

Is f ick h | binati : Manufacturing Company 
pone s for quic ose replacement... new combination pumping West Springfeld, Mass. 
unit and air separator, . . . standard Gilbarco components elimi- ; cs ensiaie 
nate need for increased parts inventories. 





TIRES — BATTERIES — ACCESSORIES 





Tow Chain for Bumper 


A new bumper-attached tow chain 
has been put on the market by S. G. 
Taylor Chain Co., of Hammond, Ind. 
A pair of hooks, one on the end of 
the chain and the other on a short 
connecting link, catch the top and 
bottom edges of the bumper, with no 
other fastening necessary. It is more 
than 10 ft. long, of 9/32-in. chain 
stock, and is packed in a red con- 
tainer which may be used by a stalled 
motorist as a distress signal. 


Gulf Mud-Snow Tire 


Gulf Oil Corp. is marketing a new 
mud-snow tire for all-season use in 
snow, mud and rain. Gulf says the 
tire has 36% more traction than its 
previous model on snow and 23% 
more on ice, has a tread 1% in. wider 
than conventional highway tires and 
flexibility which enables the tread pat- 
tern to envelop a maximum of uneven 
road surface with a firm clinging grip. 
The tread permits easy shedding of 
road materials, says Gulf, and pro- 
duces a wiping action on slippery pave- 
ments, breaking up water film and 
securing a more direct grip. 


New Brake Fluid 


Taking a cue from the recent ac- 
tion by the State of Minnesota bar- 
ring the sale of all brake fluids except 
heavy duty types, one brake fluid 
manufacturer, the Bell Co., of Chi- 
cago, is featuring its heavy duty fluid 
in its 1954 advertising program. In 
promoting its Flare brand, Bell will 
call attention to the fact that the 
heavy duty fluid conforms to SAE 
Specification 70R1. 


52 


Device Controls Charge 


A new device for regulating battery 
charging rates in the car has been pat- 
ented and put on the market by Frank- 
lin Products, Inc., Milwaukee. Instead 
of the conventional voltage regulator 
used in all cars today, the new unit, 
called Acutrol, registers the internal 
gas pressure in the battery itself and 
by this means controls the generator 
charging rate. The device automatically 
adjusts for variations in outside tem- 
perature. The manufacturer asserts 
that the gas pressure method affords 
more accurate control of charging 
rates. 


Changes at Dayton Rubber 


New eastern manager of petroleum 
sales for Dayton Rubber is Geoffrey 
L. Powell, of Livingston, N.J. He will 
handle sales of tires, radiator hose and 
belts through service station outlets in 
the entire eastern portion of the coun- 
try. He was previously a field repre- 
sentative for the Atlas Supply Co. 


Battery Sales Manager 


Reading Batteries, Inc., Reading, 
Pa., has a new sales manager for auto- 
motive batteries. He is E. Jeffrey Shea, 
who has been with Willard for six 
years and most recently was sales 
manager in the Minneapolis district. 


Seat Cover Display 


Turning a crank on a new, chair- 
shaped device displays a succession 
of seat cover designs and shows how 
the materials will look when in place 
on a car seat. The machines are being 
made available, along with a merchan- 
dising kit, by the Seatlector Co., 169 
Bridge St., Cambridge, Mass. 


Flexible Radiator Hose 


Rad-I-Flex is the trade name of the 
flexible radiator hose made by Nor- 
balt Rubber Co., 51 E. 42nd St., New 
York 17, N.Y. A service station stock 
of 18 sizes covers 98% of all passen- 
ger cars, while 15 heavy-duty sizes 
take care of the truck, bus and indus- 
trial field. By way of a trade mark 
the hose ends are colored a brilliant 
orange. 


Smog Immunity for Tires 


Firestone is now incorporating a 
new material, which the company 
does not identify, in all of its tires, 
that is claimed to counteract the effects 
of smog, chemical fumes and smoke 
on rubber. Firestone says the use of 
the new compound was adopted as a 
result of studies of tire performance 
under smog conditions in the Los An- 
geles area by the California Institute 
of Technology. 


Tube Repair Patch 


New in the Atlas TBA line is the 
Atlas 2-Way Tube Repair Patch. It 
can be vulcanized in place, or applied 
cold, according to the claims made 
for it. New chemicals blended with the 
rubber are said to result in self-vul- 
canizing from the heat generated in 
driving. 


TBA Sales Manual 


A new edition of the Chek-Chart, 
How and Why of TBA Sales and 
Service Manuals, has just been pub- 
lished. It has five sections: Tire and 
Tube Service; Battery and Battery 
Cable Service; Body and Windshield 
Service; Cooling System and Oil Filter 
Service; Lighting, Spark Plug and 
Ignition Service. 

Treatment of each section includes 
plenty of step-by-step drawings. The 
manual is designed to tell service sta- 
tion men all they need to sell, install, 
service and test everything in the basic 
TBA field, including upholstery clean- 
ing and seat cover installation. 
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ploying straight-through acoustically 
transparent perforated tubes surround- 
ed by a deep layer of special sound 
absorbing material and, therefore, fea- 
turing minimum restriction to air flow. 
One series is available in pipe sizes up 
to 6 in.; the other for larger than 6 in. 
Burgess-Manning Co. 


Circle No. 2 on Reply Coupon 


Cold Galvanizing 


A cold galvanizing compound is de- 
signed for use on steel and iron struc- 
tures. It is applied with brush, spray 
gun or by cold dip. No special equip- 
ment or training is needed. The metal 
surfaces coated with the product are 
protected by an electro-chemical union 
which unites the zine of the coating 
with the base metal’s surface. Where 
the coating is applied to a rusty sur- 
face, a non-flaking coating is created, 
stopping any further rust and prevent- 
ing “rust creep.” Galvicon Corp. 


Circle No. 3 on Reply Coupon 


Windshield Sprayers 


A line of air pressure sprayers is de- 
signed for use at service stations. The 
units are compact and deliver a fine 
mist. One model has a corrugated rub- 
ber bottom for scraping bugs and other 
dirt from the windshield. At the same 
time this base protects the sprayer. 
Made of metal, the sprayers are re- 
charged with air from a standard air- 
line tire chuck. Milwaukee Sprayer 
Manufacturing Co., Inc. 


Nine-Mile Plastic Pipe Line Begins Service 


Another step has been made in the more extensive use of plastic pipe lines. 
This new line is nine miles long and delivers crude oil from a Williston Basin 
field to a shipping point on the Great Northern Railway. The pipe used is 3-in. 
inside diameter with a wall thickness of 0.125 in. It was made of Tenite 
butyrate plastic by the extrusion process. The photo shows the start of the 
line near the storage tank battery. The plastic pipe is flexible when joined 
together in a continuous length and one man can lower it easily. The flexibility 
enables it to conform to curved sections of the ditch without the use of elbows. 


The line is owned by Plastic Service Lines, Inc., Denver, Colo. Circle No. 4 on Reply Coupon 


Protective Coating 


A protective coating which needs no 
primer is recommended for metal, 
wood, glass, brick, unglazed tile, ce- 
ment, concrete and other masonry. It 
is acid-proof, rust-resistant, and resisfs 
water, alkali and grease. The coating 
is applied with spray or brush. Babbitt 
Steam Specialty Co. 


FOR FURTHER INFORMATION 
On Any Equipment or Literature Described in This Issue 


HERE’S WHAT YOU DO: 


Circle the number: on the coupon on next page which 
corresponds to the one that appears at the end of the 
item in which you are interested 

Fill in your name, address, etc 

Clip the coupon 


Circle No. 1 on Reply Coupon 


Intake-Exhaust Silencers 


Two new series of silencers are 
available for quieting the noise pro- 
duced by air compressors, blowers, 
vacuum pumps and other machines ex- 
pelling high velocity air to atmosphere. 
Both types are acoustic silencers em- 


Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 42nd Street. New York 36, 
N. Y. This department will forward your inquiry to’ the 
manufacturer ' 
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Starting Power Booster 


A new switch for cars and trucks 
permits a doubling of the battery out- 
put to engine starters. The unit chan- 
nels the power of two batteries to spin 
the engine at double speed for hard 
starting. By turning a knob on the 
dashboard, the driver can select either 
6 or 12-volt, or 12 or 24-volt power. 
When the knob is released, the bat- 
teries charge in parallel, yet separate 
as soon as the engine is shut off. Of 
course, it is necessary to install two 
batteries in the vehicle. Illinois Auto 
Electric Co. 


Circle No. 5 on Reply Coupon 


Letter Copier 


Clear, sharp photographic copes of 
letters, sketches, pages of books or 
catalogs, purchase orders, etc., are ob- 
tained quickly with the use of new 
equipment. The process produces 
prints with clear white background, 
due to the careful balancing of the 
emulsion on the paper and the proc- 
essing solution. Anything that is legi- 
ble on the original will be readable on 
the copy. The line includes a complete 
range of printing and processing equip- 


ment, specially coated papers, and a 
single special processing solution, for 
making copies by the “dry” or transfer 
process. Peerless Photo Products, Inc. 


Circle No. 6 on Reply Coupon 


Auxiliary Light 

Two auxiliary lighting units will be 
available Jan. 1, 1954, in a new and 
completely redesigned line of 6-volt 
emergency lighting equipment. Both 
new units conform to the recently re- 
vised National Electrical Code, issued 
in August, 1953. Each lamp is fur- 
nished with a 25-watt sealed beam 
lamp, but is available with two if de- 
sired. Lamps are completely adjustable 
to provide light in any direction. If 
power fails, the one-lamp unit of both 
models will provide more than eight 
hours of uninterrupted emergency 
lighting. Both models are powered 
with specially designed batteries. One 
model of the lights can be charged 
at either trickle or high rate. A man- 
ually-operated switch selects the type 
of charge. This model also has a test 
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switch for checking the light’s readi- 
ness for service. On the other model 
a modified trickle charger is used. 
Testing is accomplished by discon- 
necting the plug. This simulates a 
power failure and the unit lights up. 
Electric Storage Battery Co. 


Circle No. 7 on Reply Coupon 


Midget Solenoid Valves 


New, midget solenoid valves have 
been produced that are no larger than 
two packs of regular-size cigarets. The 
valves are designed for use with all 
types of gases and fluids. They operate 
in any position and have positive shut- 
off, low current consumption, optional 
time-delay, and adjustable by-pass and 
main flow. One of the miniatures is 
especially suited for use in domestic 
oil burners. Another is designed for 
both domestic and commercial oil 
burner installations. General Controls 
Co. 


Circle No. 8 on Reply Coupon 


Vacuum Cleaner 


A new vacuum cleaner is powered 
with a % hp. motor with a turbine 
fan design. It is designed for heavy- 
duty, dry clean-up work. Scientific 
control of the air stream throws 
picked-up dirt against the sides of the 
dust container and thus minimizes 
clogging of the internal fabric air filter. 
The cleaner moves about easily on two 
10-in., rubber-tired wheels at the back, 
and a 3 in., rubber-tired caster with 
ballbearing swivel at the front. The 
machine weighs 52 Ib. Hild Floor 
Machine Co. 


Circle No. 9 on Reply Coupon 
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A COMPLETE ASSEMBLY WITH 
VAULT AND COVER OPTIONAL 


The Wheaton Manifold assembly includes 
all parts necessary to complete the instal- 
lation. Vault and cover, with inner and 
outer shell to allow for settlement, ore 
supplied on order so that contractors may 
complete the work without delay. Call or 
write for complete information . 





PUMPS - AIR COMPRESSORS 












LONGER TROUBLE-FREE SERVICE." 
LOW COST MAINTENANCE... 
SALES BUILDING APPEARANCE 


Extra value for you in design, manufacture and per- 
formance is the goal for every Wayne Pump. Everyone 
at Wayne, from design engineer to the final tester in 
our proving laboratory, has been instructed “it must be 
premium in quality.” Every Wayne Pump is built to set 
a new standard of comparison in premium value and 
performance ... at no extra cost to you. 

Quality-check the new Wayne Pumps, feature for fea- 
ture, with all others. Then install them in your own 
stations. Performance-prove their longer, trouble-free 
service that helps keep gallonage up . . . low cost main- 
tenance . . . and sales building appearance. 

When you specify this value-packed pump you are 
sure of buying top quality for more gallons . . . backed 
by a nation-wide service organization. For full details 
on these new pumps write to... 


THE WAYNE PUMP COMPANY 


Dept. N-1 
SALISBURY, MARYLAND . TORONTO, CANADA 








| xs |e 
o ...MORE WAYNE 


PUMPS USED THAN 
ANY OTHER MAKE 


HOISTS: HOSE REELS: OIL & GREASE DISPENSERS 
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YOU POCKET THE PROFITS 


WHEN YOU BUY 
GARAGE EQUIPMENT 
AT KRW’s FACTORY- 
TO-YOU PRICES! 


NO. 40-B 2 Hl. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


WO. 181 5 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


K-R- WILSON 











Getting the best automotive service equipment 
at lowest cost is just sane business! That's why 


COMPARE QUALITY! 
COMPARE PRICE! 


On these KRW Air Compressors 


You'll find that KRW Air Compressors have all the 
features of other air compressors and are priced 
20-40% less, because of KRW’s factory-to-you selling 
policy. They have PLATE-TYPE, EASILY REMOVED 
VALVES, CONSTANT LEVEL OILING SYSTEM, 
COMBINATION FILTER AND AIR CLEANER, LOAD- 
LESS STARTING — a tamper-proof automatic device 
that unloads the compressor when it stops, PRESSURE 
CONTROL SWITCH with THERMAL RELAY that 
protects motor against overload. All KRW compressors 
available. with Quincy DRI-R-AIR tank drain that 
automatically removes all water that collects in tank. 
Order your KRW compressor today ! 


For complete information 


and prices 


Write Dept. 92 


NO. 839 10 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


7-1/2 HP. MODEL ALSO AVAILABLE 


—* F84  wVE 


215 MAIN STREET + BUFFALO 3, N. 


World’s Oldest Manufacturer of Garage Tools and Equip 
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itll pay you to order yours direct from the 
K. R. Wilson factory. The world’s oldest manu- 

? facturer of garage tools and equipment, KRW 
has been the leader in the automotive equipment field for 35 
years. And KRW products are sold direct from the factory. 
You save the middleman’s profit! KRW manufactures jacks, 
air compressors, car washers, battery chargers, hand tools 
and many other automotive service products. Next time, buy 
KRW and you pocket the profits. 
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ILLINOIS 








HERE'S A Gasboy TT: 


FOR EVERY SIZE CONSUMER ACCOUNT 


PETROLEUM SERVICE 


408 Eighteenth Ave., Sterling, Illinois 





INDIANA 





Everything in Bulk Plant 


and 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


inl? Madison Ave, 














OFFERING THE OIL INDUSTRY THE 
FINEST IN OIL EQUIPMENT 

@ BULK PLANTS 

@ SERVICE STATIONS 

@ TRUCK TANKS 

@ ENGINEERING G SERVICE 
COFFIELD SUPPLY CO. 

1626 So. Main St. South Bend 24, Ind. 














MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 
SAGINAW—DETROIT— 
GRAND RAPIDS 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 
* 
Rebuilt 
PUMPS — METERS — REGISTERS 
° 


PARTS FOR MOST PUMPS 
a 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson 3, N. J. 
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LP-Gas Hose Reel 


A specially designed hose reel for 
LP-gas tank truck service has an 
explosion-proof electric motor. The 
reel reduces hazards, lengthens hose 
life and speeds up deliveries. Its vari- 
ous features are described and illus- 
trated in a folder. Clifford B. Hannay 
and Son, Inc. 


Circle No. 10 on Reply Coupon 


New Hose Catalog 


A new catalog gives detailed in- 
formation on pump, fuel oil, truck, 
tank car, aviation, Diesel, marine, 
barge, LP-gas, farm, air, grease, sol- 
vent, and ammonia hose. Also, a new 
collapsible hose for airplane fueling, 
as well as hose to military specifica- 
tions are described. A new streamlined 
pump hose coupling is introduced. 
This new coupling is fully reusable 
and is easily attached to all pumps, 
including pumps with hose retractors. 
National Hose, Metal Hose and Tub- 
ing Co. 

Circle No. 11 on Reply Coupon 


Sound Proofing 


An undercoating which deadens 
sound and at the same time insulates, 
waterproofs and rustproofs is described 
in a new folder. Methods of applica- 
tion are illustrated as well as recom- 
mended uses are shown. Nox-Rust 
Chemical Corp. 


Circle No. 12 on Reply Coupon 


Tetraethyl Lead Meter 


A new booklet describes the theory 
and operation of a direct-reading push- 
button instrument for assaying tetra- 
ethyl lead in gasoline. The new equip- 
ment is said to measure lead content 
as accurately as the slow, tedious gravi- 
metric method, and does not require 
the calibration curves of the new flame- 
photometric methods. The new in- 
strument reads directly in milliliters 
per gallon. The unit is intended for 
use by government laboratories, large 
bulk distributors and blenders. Fisher 
Scientific Co. 


Circle No. 13 on Reply Coupon 


Aluminum Pioneer 


A new 20-page booklet covers a 
manufacturer’s 64 years’ work in alu- 
minum, It gives the results of the 
company’s latest research efforts on 
“a new industry standard in controlled 
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SERVICE SPECIALTIES INC. 


>-15 ST JERSEY CITY 2. N) 








RENICK & MAHONEY, INC. 
New York 10, Nv. 
Bulk Plant—Truck Tank and 
Service Station Equipment 





OHIO 








TULLER EQUIPMENT CO. 


947 W. Goodale St. Columbus 8, Ohio 
Complete Petroleum Service 


Builders of Service Stations 
and Bulk Pionts 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh 22, Po. 


Rutledge Service Station Flood hts 
GGB Equipment—Buckeye Valves 


Fittings 
Gronco Pumps G Meters—<Air 
Compressors 








West Penn Oil Equipment Co. 
512 Sandusky St. Ceder 1-8822 
Pittsburgh 12, Pa. 

Bulk & Service Station Equip. 

Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 














E. O. HABHEGGER CO. 
Fairmount Ave., at 24th St. 


PHILADLPHIA, 30 
HABHEGGER 


For The Petroleum industry 
PLANTS 
TRUCKS—SERVICE STATIONS 
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quality and uniformity” in its cold- 
rolled aluminum strip. The history of 
how the aluminum market was built 
up is told briefly. A special section 
of the booklet contains technical data 
on five basic alloys offered, including 
fabricating characteristics, standard 
temper designations, relationships be- 
tween diameters, weights, lengths and 
thicknesses of coils, gauge compari- 
sons, conversion factors and defini- 
tions. Scovill Manufacturing Co. 





Circle No. 14 on Reply Coupon 


Brochure on Signs 


A new two-color sign brochure 
shows 33 illustrations of signs of all 
types. It illustrates some of the equip- 
ment used by the manufacturer to 
produce the porcelain enamel signs. 
Porcelain Enamel Finishers. 


Circle No. 15 on Reply Coupon 


GMC Service Guide 


An illustrated service tool guide for 
all GMC gasoline and Diesel-powered 
trucks contains descriptions of tools 
and their applications recommended 
for every service operation. Covered 
in the 52-page booklet are servicing 





PENNSYLVANIA 
PENNINGTON EQUIP. & SALES CO. INC. 


442 Tinsman Ave. Williamsport 39, Pa. 
Wayne Pump Company Products 
Marlow Centrifugal G Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels 
Storage Tanks — Pittsburgh Equitable 
Meters — Gasoline G Oil Equipment 











TEXAS 





UNITED PUMP SERVICE & SUPPLY CO. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
OILCO LOADING ARMS: SMITH 
METERS: TOKHEIM PUMPS: 
WESTINGHOUSE AIR COM- 
PRESSORS. 





WEST VIRGINIA 


SMITH METERS 
H. H. TRUITT 
1403 8th Ave. 
Huntington 1, W. Vo. 
Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 

















of front and rear axles, cab and body, 
brakes, clutch, cooling systems, elec- 
trical, gasoline and Diesel engines, 
gasoline fuel system, spring suspen- 
sion, steering, mechanical and hydra- 
matic transmissions, hubs and wheels 
and shop equipment. Kent-Moore 
Organization, Inc. 


Circle No. 16 on Reply Coupon 
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Craig T. Capp 
is now general 
sales manager of 
the barge and 
towboat division 
of The Ingalls 
Shipbuild- 
ing Corp., Bir- 
mingham, Ala. 
He formerly was 
contracting man- 
ager of the mar- 
ine department of 
the American Bridge Division, U. S. 
Steel Corp. He had been living in 
Pittsburgh since 1938. 

. 





J. N. Holland, Houston, Tex., is a 
new sales engineer appointee for the 
meter and valve division of Rockwell 
Manufacturing Co. He will cover most 
of East Texas, and will take over 
much of the territory formerly han- 
dled by Kenneth Rembert. This will 
allow Mr. Rembert to spend addi- 
tional time in the Port Arthur-Beau- 
mont-Lake Charles area. 

e 

James A. Dyer is now a field engi- 
neer for the Lamson Corp. He will 
handle the sale of all the company’s 
products in northeastern Illinois and 
Wisconsin. 


* 

George G. Zipf has been appointed 
superintendent of the steel plant for 
the Tubular Products Division, Bab- 
cock and Wilcox Co. Mr. Zipf was 
assistant superintendent before his pro- 
motion. He has been with the company 
since 1942. 

a 

Thurman G. Thurston is the new 
representative in the Cleveland, Ohio, 
territory for Selas Corp. He formerly 
served as a development and sales 
engineer for Bryant Industrial Divi- 
sion. 


o 
S. V. V. Hoffman is the new man- 
ager of the West Coast sales district, 
Raybestos-Manhattan, Inc. He will 
continue to have headquarters in Los 
Angeles, where he has been in charge 
as regional manager since 1951. 
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Orville W. Bar- 
nett’s latest pro- 
motion is to valve 

- products manager 
for Rockwell 
Manufacturing 
Co. He was man- 
ager of Nord- 
strom valve dis- 
tributor sales. Mr. 
Barnett succeeds 
Gilbert T. Bow- 
man who has 

been named to a newly created post 
of manager, product department, 
supervising activities of all product 
managers in the meter and valve 
division. 





O. W. Barnett 


ae 
James S. Anderson is the new gen- 
eral sales manager of the Tubular 
Products Division of the Babcock & 
Wilcox Co. at Beaver Falls, Pa. 


* 

John R. Hamill is taking over as 
manager of the Kansas City district 
office of Worthington Corp. He suc- 
ceeds Paul J. Foley who has been 
named general sales manager for the 
company’s Plainfield (N. J.) Works’ 
products. 








ACCURATE LABORATORY 


TESTS 
GASOLINE OIL 
Standard Methods Employed 
Octane Ratings by A.S.T.M. CFR Unit 









RESEARCH 554 BAGLEY 
DEVELOPMENT PHONE WO 1-4870 
QUALITY CONTROL DETROIT 26, MICH. 


THE DETROIT TESTING 
LABORATORY, INC. 


































































BARRETT automatic 
Filling and Crimping Equipment 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stomps and counts lug 
cover pails. Output of 15 pails per 
mirute. Write for details on installa- 
tion to meet your requirements. 


BAH HME FF 2 


Wanufacturing Co. 
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SAVE... 


.-sWhen you buy 
.-»When you install 
.-- AS you use 


EXCLUSIVE DESIGN 
Patent Applied For 





BE SURE TO SPECIFY 

New WARREN Square 

Manifolds For Your 
New Equipment 


Check these features 
Guaranteed performance 
Complete safety 
Lighter weight 
Faster unloading 
Fewer joints 
No leaks between valves 


Meets all state 
requirements 


Easy to order 
No drawings or com- 
plex engineering in- 
formation necessary. 





Vv 


AVE 14% wm weicnt 
with new WARREN 


SQUARE manirow VAtves 


EVEN FASTER UNLOADING 
WITH COMPLETE SAFETY! 
Your SAVINGS BEGIN when you buy or specify new weight-saving WARREN 
Square Manifold Valves. And your savings continue —year after year for the 
lifetime of your equipment—as you use them. 
The exclusive WARREN Square Manifold design provides weight-savings 
of 14% in the 3-inch size even over lightweight WARREN cylindrical construc- 
tion—still more over old-style, heavier constructions! In addition, with WARREN 


Square units, hanger heads are 50% lighter. And further weight reductions 
result from the use of lighter connections. 

These savings are important! For example, a complete 3-inch, 3-compart- 
ment WARREN Square, installed with connections, saves 15 pounds for a 24% 
overall reduction in manifold weight! There are comparable weight savings in 
WARREN Square 2- and 4-inch sizes! 


SAVE THREE WAYS WITH WARREN SQUARE MANIFOLDS 





Seve when you buy. You get the size and 
number of valves you want with connec- 
tions located and angled as you want them 
and with the outlet you require. Yet 
custom-fabricated WARREN Squares are 
production-priced ! 

Save when you install. You can cut instal- 
lation time and costs because WARREN 
Squares are easier to handle and quicker 
to hang and connect with lighter-weight 
hanger-heads and connections. 


Save as you use. You haul less dead 
weight, carry more pay load. This means 
savings every trip, every day. And because 
the new Square design provides a greater 
flow area, you get faster unloading and 
save on delivery time. Finally, you save 
on maintenance costs because these new 
manifolds have all of the performance- 
proved construction features of the 
WARREN cylindrical line plus the advan- 
tages of the new WARREN Square design. 


Write today for complete information! 


MANUFACTURERS OF WARREN SNAP SEAL 
SAFETY LAMPS AND CUSTOM BUILT MACHINERY 
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SUPPLY AND DEMAND 


Oil's Aim—Higher Octanes, Stock Balance 


Next year the oil industry will work toward bringing product 


stocks into line with demand. 


Also, the emphasis will be on the processing of higher octane 


premium grade motor fuel. 


A careful computation of crude runs 
to stills by refiners, with an attentive 
eye on stocks, can do much to balance 
inventories with demand. But the solu- 
tion of the problem is complicated by 
the fact that the industry may have 
surplus refinery capacity of over 1,- 
200,000 b/d by the end of 1954. 

As to higher octane gasolines, pre- 
mium motor fuels in some parts of the 
East may reach a 95-Research octane 
number next year. Only a few months 
ago, it was thought that 94 would be 
about tops for next year. 

At first glance, these two develop- 
ments might seem unrelated. However, 
large naphtha and gasoline stocks are 
resulting in the greater availability of 
selected virgin naphthas as feed stock 
for catalytic reforming—and therefore 
are helping to push octane numbers 
upward. 

Product yields suffer through cata- 
lytic reforming—as much as 20% or 
more of the charge—when fuels of 94- 
95 octane (Research) are produced. 
This loss in yields can be absorbed un- 
der present conditions of surplus crude 
supplies and large product inventories. 

Refiners, meanwhile, are preparing 
for the time when higher compression 
car engines are available. They will be 
ready to provide motor gasoline which 
will give the motorist increased power 
from the fuel he puts in his tank, and 
will more than offset yield losses. 

In studying developments coming in 
1954 which will affect marketers and 


4% for kerosine, 6-6.5%; for distil- 
lates, 7.5-8.5%. I look for a decrease 
of 3.5-4.5% in residual fuel oil de- 
mand. The extent will depend on the 
severity of the readjustment now be- 
ginning to take place which, while not 
reversing growth trends, will slow them 
up slightly."—-from a Pacific Coast 
company. 

“Gasoline demand will be up 4%, 
kerosine 3%, distillates 8.5% , residual, 
no change; all other products up 5%; 
for all products an increase of about 
4% over 1953.”—a Middle West 
company. 

An eastern company says: “Gaso- 
line up 4.2%, kerosine 6.3%, distillate 
8.7%, while residual fuel will be 4.5% 
less. In general economic conditions, 
we expect a drop of 10% in the aver- 
age level of industrial production, a 
25% drop in passenger car production, 
23% decline in new housing starts, 
15% less space heater installations, 
and a 20% reduction in power burning 
installations. 

“The weather factor we use is ap- 
proximately 4% warmer than the ‘old’ 
Weather Bureau normal, which, if 
realized, would imply a 6% gain over 
the very mild weather experienced 
in 1953.” 

“We expect domestic demand for 


motor gasoline to increase 4.7%, heat- 
ing oils 7.8% and residual fuels to de- 
crease 2.8% ,” a company in the South- 
west says. 

“We believe demand for all gaso- 
lines will inrease 5%, for heating oils 
(kerosine, furnace and Diesel oils) 
10%, residual fuels 2%.”— an oil 
company operating east of the Mis- 
sissippi. 

“Domestic motor fuel demand will 
increase 4%, distillate heating oils 
13%, total distillate fuel and Diesel 
oils 8% and residual fuels 1%,” is 
the answer of an eastern seaboard 
company. 

“We expect motor fuel demand to 
increase 4.5% and heating oils 10.5%, 
and residual fuels to decrease 2.3% 
in 1954 from 1953.”—an eastern sea- 
board company. 


Runs to Stills, Stocks 


Our own idea is that runs to stills 
will remain high and stocks will con- 
tinue at high levels, but that the oil 
companies will find they can live with 
these conditions—and still make a 
profit. What are your ideas? 

—“At the moment stocks of crude 
oil are above the required levels. On 
the other hand, any severe deviation 
from normal consumption patterns 
calling for an increased volume of 
finished products would quickly re- 
duce the apparently high stocks. The 
experience of the oil industry in the 
post-war period has been that it can- 
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not afford to have an oil shortage. 
Surpluses are expensive in the short 
run, but shortages are disastrous at 
any time. 

“In any analysis of inventories, dif- 
ferences between district pictures must 
be recognized. The prolonged warm 
weather in our territory has helped 
reduce the disability felt by the lower- 
than-normal heating oil stocks and 
possibly has reduced some of the sur- 
plus of gasoline. The true answer will 
not come until we have experienced 
the winter weather and are able to as- 
certain the adequacy of current capac- 
ity operations plus seasonal accumula- 
tion of distillates.” 

—*“Crude runs to stills for balanced 
operations next year need not exceed 
7,100,000 b/d, or only slightly in ex- 
cess of the average level for 1953. 
This would permit resorption of the 
present burdensome stock position 
while still providing an ample cushion 
to meet any sudden surges in demand. 
The industry now has spare capacity 
in both production and refining, as 
well as transportation. Therefore, 
stocks need not be as high because 
sudden upward shifts in demand can 
be met quickly and easily, and the 


cheapest storage place is still the un- 
derground reservoir.” 

—*“Runs to stills in 1954 will be 
up about 2.5% we believe, and prod- 
uct stocks will be increased by about 
26 million bbl. However, profit mar- 
gins may be reduced by lower refinery 
realizations. We believe gasoline prices 
will be weak at least through next 
spring. 

“Because of an unrealistic gasoline- 
distillate price relationship, the indus- 
try this summer overproduced gasoline 
to the extent that now, at the start 
of the winter season, inventories are 
top-heavy. This poses a problem for 
refiners in meeting the winter’s normal 
distillate demands without further se- 
rious deterioration in its gasoline po- 
sition by next spring. 

“To accomplish this design, middle 
distillate yields must average approxi- 
mately two yield points over those of 
last winter. Even this pattern will make 
gasoline stocks on April 1 some 11 
to 12,000,000 bbl. above last spring.” 

—*Crude runs currently have been 
reduced sufficiently so that, if this level 
is maintained for the rest of the year, 
inventory excesses will be eliminated 
and we can go into 1954 with what 


might be termed normal stocks of all 
products.” 

—“Runs to stills seem to be in proc- 
ess of adjustment and stocks will prob- 
ably be partially adjusted during the 
last quarter of 1953.” 

—“We believe the industry will be- 
come accustomed to a high level of 
stocks from here out. There will be 
some downward adjustment in runs 
made necessary by lack of availabillty 
of storage capacity.” 


Gasoline Quality 


Esso Standard Oil Co. is introducing 
a new premium motor fuel and say- 
ing, “In sheer high-compression, 
knock-free power, it will be the very 
finest gasoline you can buy.” 

A few weeks ago Cities Service 
launched an extra premium motor 
fuel, claiming among other advantages, 
“improved automotive operation due 
to high octane.” 

Do you think this presages contin- 
ued rapid installation of catalytic re- 
forming units as the refiners get set to 
meet higher octane competition? 

—*“I look for a continuation of the 
trend toward higher octane motor fuel, 
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SUPPLY AND DEMAND 


although it is unfortunate that the 
industry must continue to increase the 
quality of its product without adequate 
compensation for the increased value.” 

—“This (continued installation of 
catalytic reforming) is undoubtedly 
true and we can also look forward 
to further substantial increases in cat- 
alytic cracking capacity.” 

—“The industry in 1954 will con- 
tinue the rapid installation of catalytic 
reforming units to provide for meeting 
demands for higher octane fuels.” 

—“We will also probably see an 
accelerated technological movement 
toward reduction of residual fuel oil 
volumes in every part of the country. 
On a volumetric basis, residual fuels 
at present distress prices fall far short 
of paying their own way for the re- 
finer. The price does not cover half 
of the prorated share of the cost of 
crude used in its manufacture. 

“This means that technological de- 
velopments will be required to reduce 
further the volume of heavy fuels pro- 
duced and to increase the volume of 
light products. Refiners have been dis- 
couraged from too rapid a movement 
in this direction because of the high 
cost of construction or conversion of 
refining facilities. At present there is 
little choice and if only to minimize 
the loss they face, economics makes 
mandatory conversion of older plants 
to enable lower residual yields.” 


Exports 


Will the increasing output of Eu- 
ropean and other refineries outside the 
U. S., plus perhaps renewed opera- 
tions in the Abadan refinery in Iran, 
mean more competition from foreign 
sources of supply in the markets of 
American oil companies? 


—“It is felt that exports from the 
U.S. will decline further, because large 
additions to refining capacity are under 
way in other countries and a portion 
of them should come on stream in 
1954. Tentatively, a decline in exports 
of some 17% to 20% from 1953 
looks possible.” 

—*“The increasing output of foreign 
fields and refineries should tend to 
make the foreign circuit more self 
sufficient. We estimate a decline of 
19.5% in exports from the U.S. It is 
unlikely the Abadan refinery will reach 
sizable volumes early enough in 1954 
to materially affect our own markets.” 

—“Assuming an increase in demand 
for petroleum products outside the 
U.S. of up to 7%, it is unlikely that 
added foreign refining capacity will 
increase competition in our normal 
markets to any great extent through 
1954.” 
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SERVICE STATIONS of American Petroleum Co., are being sold through an unusual 
financing plan because an oil jobber believes that .. . 


It Pays to Sell Stations to Dealers 


Should jobbers own most ofefficiency. He is more inclined to seek 


the service stations they supply? 
Or are stations more efficiently 
operated if owned by the dealers 
themselves? 


American Petroleum Co., Dav- 
enport, Iowa, decided that the 
dealer-owned operation was the 
better solution for its marketing 
problems. 


So, R. C. Smith, American’s presi- 
dent, and his son M. E. Smith, vice 
president, set up a program through 
which their dealers can purchase out- 
lets with no down payment. 

American has already arranged deal- 
er purchases of 16 stations and now 
operates but five itself. These 21 sta- 
tions are now selling 7,000,000 gal. 
of gasoline per year under the private 
brand names of “American” and 
“Ranger.” 

“Most of the dealers who bought 
stations had been with us for many 
years as station managers,” explained 
M. E. Smith. “We felt they had the 
experience to be good operators on 
their own. 

“We decided they would take a 
greater personal interest in the opera- 
tion, and run a more efficient business, 
if they had a personal stake in the 
matter,” he added. “We also wanted 
to give them something solid for the 
future. 

“Having a personal financial’ inter- 
est in the station makes the dealer 
more aware of costs and operating 


ways of cutting costs and improving 
efficiency of operations. 

“Take the help problem. When the 
stations were managed by our own 
employes, the manager complained 
constantly they they couldn't get com- 
petent driveway help. Often, when we 
investigated, we learned they weren't 
making the best possible use of the 
help they already had. Since the man- 
agers have become dealers, the help 
problem, like many others, has tended 
to solve itself.” 

Finance Plan — Under American's 
finance program, the dealer acquires 
his station on a real estate purchase 
contract which covers the real estate, 
equipment and inventory on hand at 
the time. He is required to pay no 
money down, but 1¢ per gal. is added 
to the wholesale price of the gasoline 
he buys from American. This 1¢ per 
gal. is applied to the principal each 
month. 

In addition, the dealer pays a fixed 
monthly sum, amounting to 6% of the 
purchase price, for interest and life 
insurance. This includes 5% for inter- 
est and 1% for life insurance on the 
dealer in the amount of the contract. 

Since the plan was inaugurated 
about two years ago, one dealer has 
paid off the full purchase price and 
several others are about to become sole 
owners of their properties. The dealer 
is permitted to take 10 years to pay 
off the debt, if that much time is 
needed. 

Whenever a dealer enters into a 
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STATIONS 


purchase contract, American Petro- 
leum sets up a bookkeeping system for 
him and supervises his operations dur- 
ing the contract period. The dealer 
sends a monthly operating statement 
to American which enables the com- 
pany to keep a constant check on the 
station’s operations. 

No Credit — American sells petro- 
leum products to its dealers on a 
cash basis only. The company feels 
this policy is particularly important 
during the period of the purchase con- 
tract because it prevents the dealers 
from taking too much money out of 
the business for their personal use. 
The cash purchasers require leaving 
enough money in the business to keep 
it functioning on a stable basis. 

Since its founding in 1925, the 
company has operated on a strict cash 
basis, both in sales to dealers and sales 
to the consumer. It was the elder Mr. 
Smith’s belief that an oil jobbing busi- 
ness should be conducted like a dime 
store, Or a grocery supermarket, and 
he boasts that in the company’s history 
it never has made a credit sale. 

When deliveries are made to a deal- 
er he must have the cash before the 





storage tanks are filled. If he can’t pay 
he receives no gasoline. However, 
this policy has been in practice so long 
that it’s been years since a dealer was 
unable to pay when a delivery truck 
called. 

American tells its retail customers 
that the no-credit policy saves them 
money. Signs at the service stations 
declare: “When You Buy Here, You 
Don’t Pay the Other Fellow’s Bill. 
American Petroleum Co. Never Made 
a Credit Sale,” and “Pay Cash and 
You Pay Less. It’s the American way.” 


... in brief 


Union Reorganizes Sales—In prepara- 
tion for “more competitive times,” 
Union Oil of California has separated 
wholesale and retail sales in its market- 
ing field organization. Spokesmen 
said by concentrating on wholesale or 
retail markets exclusively, salesmen 
are expected to be able to do a more 
thorough job. Standard of California 
earlier separated its wholesale and re- 
tail functions “in the interest of a 
greater specialization for customers.” 


, 


Richfield Reveals Terms 
Of Three-Year Leases 


The Richfield Oil Corp. is now 
granting three-year service station 
leases to dealers who have been in 
operation two or more years and have 
done a good job in keeping up the 
station property. The dealer, on the 
other hand, may terminate the lease on 
seven day’s notice. 

These basic terms of Richfield’s new 
three-year leases were disclosed for the 
first time last week by George R. Mil- 
ler, manager of retail sales. 

Nearly all Richfield dealers have 
been offered the new three-year leases 
if they pay satisfactory rent and meet 
the requirements listed above. Rich- 
field says very few were disqualified 
for property neglect. 

Mr. Miller said the company began 
studying three-year leases when it 
learned that some eastern and Midwest 
suppliers were offering them. This de- 
cision to revise leases followed the 
adverse “exclusive dealing” verdict 
that ruled Richfield’s 24-hour cancella- 
tion clauses illegal. Richfield’s basic 
leases are now for one year. 
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Here are the facts — Tire inflation accur- 
acy is important to tire life, and motorists 
know it because every cor operators’ man- 


val mentions it, and every piece of tire literature 
: stresses it. Yet, a survey by Notional Petroleum 
, News shows that gauging equipment ot 40% of 
service stations and cor dealer shops is not ac- 
curate. Motorists want and appreciate proper tire 

core and it's up to you to furnish it. 


(Eco) ACCURACY 
IS THE ANSWER 


Ordinary gauges just will not do the job — it re- 
quires a stationary, fully enclosed, scientifically 
engineered gauge that meets Grade A testing spe- 
cifications of the American Standards Association. 
Eco Tireflators and Islanders offer all of this and 
more — they're fast in operation and doubly sure 
because large drum dials eliminate any chance of 
misreadings. If you want to keep ahead of com- 
petition by offering real premium air service, write 
for further details, 


Joun Woop Company 
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Valve Partormance As You Planed I? 
dn Diesel Fueling System VALVE SERVICE RATINGS 


for instante Cling Job ae inlindad, 
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MAINTENANCE COST: 
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OPERATING RESULT: 


At North End Yard, The Cincinnati Union Terminal lpuble-ffoe ftiing. ; 
Railroad, using Crane steel valves and fittings through- 


out diesel fuel oil receiving and filling system. Work- 
ing pressure, 40 pounds. AVAILABILITY: 


CAegular talileg iliro Ma ¥X 


Not a single item of equipment was bought for this 
project until the terminal was convinced of its depend- 
ability and low-cost maintenance. Many similar sys- | THE VALVE | 
tems were studied for the best means of assuring be Mtn ok: 
utmost economy of operation. The installation was 
made in 1948—with welded piping where practical, 150-Pound Steel Gate—with ex- 
using Crane materials exclusively—steel fittings, check ceptional performance assured 
valves, and No. 47X 150-Pound steel gates. by Crane pn Pa aes 
: . ‘ . 1one in steel cas —an 
Five years later the terminal reports: Operation of 8 high a deptability of Crane 
piping system entirely satisfactory; maintenance cost Eselioy trim ¢ il ‘ 

y trim for oli services. 
to date, zero. Further result: Crane valves have earned Sizes 2 to 24 in. ; screwed, flanged, 
top consideration for proposed extension of system. welding ends. See your Crane 
The terminal knows the value of thrifty buying—as- Catalog or your Crane Repre- 
surance of quality always outweighs price-tag savings. sentative. 
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RRCL@)NAE : - « interpreting the oil news 


Midwest 


By Leonard Castle 


Same Old Story—Every year or two, 
whenever something happens to dis- 
turb the serenity of marketing condi- 
tions in the oil industry, someone goes 
to the closet and drags out the hoary 
issue of divorcement, vigorously dusts 
it off and then attempts to breathe 
new life and respectability into the 
tattered old fellow. 


This has been going on for years, 


and it’ll probably be repeated far into 
the future. It’s happening again now 
among scattered groups of Midwest 
jobbers, primarily because of price 
cutting which they feel results from 
an oversupply of product. 

Proponents of divorcement make 
one fundamental mistake. They blame 
all marketing ills on integrated com- 
panies, assuming no responsibility for 
themselves or their colleagues. It is 
difficult to understand how the break- 
ing up of integrated companies into 
smaller, faster moving and more sensi- 
tive components, would have any ef- 
fect on the actions of a jobber who 
decided to give away half of his 3¢ 
margin by cutting prices. 

To be sure, some of the integrated 
companies are partly to blame for 
today’s unstable marketing conditions. 
A few of them are selling surplus 
product to outside marketers at prices 
below those paid by their regular 
distributors. At the same time, they 
look askance at their branded jobbers 
who might be thinking of buying on 
the outside. 

But these integrated companies, dis- 
tasteful as their practices might be, 
cannot be saddled with full responsi- 
bility for today’s unsettled marketing 
conditions. Price cutting and disturbed 
markets existed long before they had 
surpluses to unload. To claim that 
many Independents are not equally 
guilty, now and in the past, would 
border on the ludicrous. 

The plain fact is that oil marketing 
throughout its history seldom has been 
“normal” for any extended length of 
time—if, by normal, we mean calm 
and stable, and devoid of the kind of 
sharp competion that creates more effi- 
cient marketing and constantly im- 
proved service to the consuming 
public. 

Study First—If jobbers sincerely be- 
lieve that divorcement might be the 


solution to their problems, they should 
make a thorough and dispassionate 
study of the issue in an effort to 
produce concrete evidence to support 
their claims. Merely to start shouting 
again for divorcement is nothing but 
an idle threat, one that’s been used 
too many times in the past to have 
much effect now. 


In all the years of periodic clamor- 
ing for divorcement, to the best of 
our knowledge, only two serious 
studies were conducted. Both were 
made some two or three years ago 
and the conclusions were contradic- 
tory. One, by the South Carolina Oil 
Jobbers Assn., strongly favored di- 
vorcement. The other, by the Kansas 
Oil Men’s Assn., as vigorously op- 
posed it. The fact that two jobber 
groups, after comprehensive studies, 
reached diametrically opposite con- 
clusions is indication enough that it’s 
a subject with many controversial 
ramifications. 


Session on Margins—A delegation 
of Shell jobbers from Minnesota and 
Wisconsin held an amicable but in- 
conclusive conference with Shell mar- 
keting executives in Chicago Dec. 9 
to discuss the request that jobber 
margins on regular grade gasoline be 
raised to 3¢ per gal., in line with in- 
creases granted by other Midwest 
suppliers last summer. Shell has raised 
the margin on premium to 3.25¢ but 
regular remains at 2.75¢. 

Representing Shell at the meeting 
were Selwyn Eddy, general sales man- 
ager for the Midwest, and R. T. 
Seidel, Minneapolis division manager. 

Jobbers in attendance were Sheldon 
Smith of Smith Oil Co., Stillwater, 
Minn.; Lee Hewett of Hewett Oil Co., 
Alexandria, Minn.; Roy Freudenthal, 
Freudenthal Oil Co., Green Isle, 
Minn.; Homer Massie, Cobblestone 
Service Station, Inc., Grand Marais, 
Minn.; Ralph Pennington, Pennington 
Oil Co., Amery, Wis.; Peter Rettinger, 
Rettinger Oil Co., Long Lake, Minn.; 
and J. V. Freyberg, Mankato Oil Co., 
Mankato, Minn. 

Mr. Smith is president of the newly 
formed association of Shell jobbers 
in Minnesota. Mr. Rettinger is secre- 
tary and Mr. Hewitt, Mr. Pennington 
and Mr. Freyberg are directors. 

Jobber reaction to the conference 
was mixed. Some were encouraged, 
others discouraged, insofar as pros- 
pects for gaining wider margins were 
concerned. Most were agreed, how- 
ever, that a closer understanding of 
the mutual problems involved was 
attained. 

Mr. Eddy explained that he was 
present to hear the jobbers’ case in 
detail, make mental notes and carry 
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the information back to New York 
for full consideration by the com- 
pany’s other marketing executives. Mr. 
Eddy reported it was probable that 
J. G. Jordon, Shell’s vice president 
of marketing, would address Shell 
jobbers at their meeting in Minne- 
apolis Jan. 14 in connection with the 
annual convention of Northwest Pe- 
troleum Assn. 


Pacific Coast 


By Frank Breese 


Self-Serve in Trouble — Walter 
Simas, big-gallonage operator in Oak- 
land, Calif., reports a problem: his 
self-serve stations have been warned to 
give up self-service. 

A four-year old city ordinance pro- 
hibits self-service at gasoline stations 
in Oakland. What bothers Mr. Simas 
is that his stations, prominently identi- 
fied as self-serves, have been conducted 
on a self-serve basis during the last 
four years and no one has said any- 
thing about it. 

Not long ago, the fire marshal’s 
office obtained an order requiring one 
of Mr. Simas’ women attendants to 
show cause why she not be arrested 
for allowing a customer to serve him- 
self. After a conference with officials 
of the fire department and city at- 
torney’s office, Mr. Simas won a delay. 

Meanwhile, Mr. Simas continues 
operating his four multipump units on 
a serve-yourself basis. And he reports 
that the fire department has his sta- 
tions uader close surveillance. He is 
waiting uneasily for something to hap- 
pen—not sure whether it will or not. 
Support from Association — Re- 
sponding to Mr. Simas’ appeal for 
support, the Serve Yourself and Mul- 
tiple Pump Stations Assn. pledged 
assistance at a recent meeting of the 
board of directors. They voted to help 
him try to solve his problem. 

They instructed the executive sec- 
retary, Dan Lundberg, to help Mr. 
Simas work out a defense or offensive 
—whatever is needed to permit Mr. 
Simas’ self-serves to go on being self- 
serves. The board took this action “in 
defense of a merchandising principle,” 
declared Mr. Lundberg. 

What puzzles him, says Mr. Simas, 
is why city enforcement officials are 
now cracking down. “It’s like a man 
selling fireworks every day, 365 days 
a year, and advertising them in an area 
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where the sale of fireworks is pro- 
hibited,” observed Mr. Simas. “No- 
body says anything. Nobody bothers 
him. Nothing happens. Then on 
Fourth of July, somebody tells him he 
can’t sell fireworks there because it’s 
against the law.” 


Unanswered Question—In the con- 
ference with Oakland officials, Mr. 
Simas said he pointed to the accident 
and fire-free record of his stations and 
tried to show that the ordinance isn’t 
fair or justified. 

He said, “After some discussion, 
a young assistant city attorney said to 
me it didn’t make any difference to 
him or the fire chief whether the 
ordinance is justified. He said, ‘Our 
only concern is to enforce it.’ ” 

Mr. Simas said he asked what made 
them enforce it at that time—why 
hadn’t they been enforcing it during 
the preceding 40 months? He said he 
didn’t get a satisfactory answer. 

The same question was put to Mr. 
Simas by a board member of the Serve 
Yourself and Multiple Pump Stations 
Assn. Mr. Simas said he didn’t know 
why action was being threatened. 

One director asked if he had done 
anything competitively to make him- 
self unpopular. 

Mr. Simas replied that he had cut 
the price 2¢ a gal. by allowing a 2¢ 
per gal. discount on subsequent pur- 
chases. Later he discontinued that 
method of discounting and gave 
premiums. 

At that, board members in unison 
let out a big laugh. Then they decided 
to back him up on the “merchandis- 
ing principle.” 

Self-Serve Lube—DMr. Simas has a 
novel feature at his stations: self-serve 
lubrication. 

He plugs it this way: Grease your 
own car, 42¢. 

To do this effectively, though, he 
has a set of lube room rules which are 
strictly enforced: 


1. 42¢ charge per half hour. 

2. Not responsible for damage to 

_ person or property. 

3. No occupants permitted in cars 

while on the hoists. 

. Greasing and oil changes only— 

no repairing permitted. 

- No small children allowed near 

the area. 
- Do not drain oil on floor. 

7. Wipe all dirt from fittings before 

applying pressure guns. 

8. Please keep this place clean. 

Mr. Simas reported that with that 
protection, his hoists are busy con- 
stantly over week-ends. 

A lot of incidental TBA interest is 
created when a man is greasing his 
own car, Mr. Simas said. 


68 





GOVERNMENT 


Federal Gasoline Needs 
Give Jobbers Opening 


Bids called for by the government 
on 4,176,500 gal. of regular-grade gas- 
oline “should be right down the job- 
bers’ alley,” according to General 
Counsel Ellis of National Oil Jobbers 
Council. 


He was talking about bids invited 
last week by General Services Admin- 
istration for gasoline in Region 2. 
Supplies are needed for 176 installa- 
tions of various government agencies, 
so the average dump would be less 
than 25,000 gal. Regional bid invita- 
tions were broken down as follows: 

Delaware—five points with total of 
60,600 gal.; New Jersey—42 points 
and 481,500 gal.; New York—85 
points and 2,654,600 gal.; Pennsylva- 
nia—44 points and 979,800 gal. 


Bids will be opened Jan. 15. Job- 
bers not already on GSA mailing lists 
should request bid forms from General 
Services Administration, Federal Sup- 
ply Service, Region 2, 250 Hudson St., 
New York 13, N. Y. 


Invitations for bids on gasoline and 
other oil products also are mailed out 
regularly by GSA to cover entire U. S. 
requirements on regional basis. Mr. 
Ellis emphasized that interested job- 
bers could ask to be put on those lists. 
Jobbers in various states should con- 
tact GSA regional offices shown in 
following tabulation: 


Region 1—Maine, Vermont, New 
Hampshire, Massachusetts, Connecti- 
cut, Rhode Island—620 Post Office & 
Courthouse, Boston 9, Mass. 

Region 2—New York, New Jersey, 
Pennsylvania, Delaware—250 Hudson 
St., New York 13, N. Y. 

Region 3—District of Columbia, 
Maryland, West Virginia, Virginia, 
Puerto Rico, Virgin Islands—Regional 
Office Bldg., 7th & D Sts., S. W., 
Washington 25, D. C. 

Region 4—North Carolina, South 
Carolina, Tennessee, Mississippi, Ala- 
bama, Georgia, Florida—Peachtree- 
Seventh ‘Bldg., 50 7th St., N.E., At- 
lanta 5, Ga. 

Region 5—Kentucky, Illinois, Wis- 
consin, Michigan, Ohio, Indiana— 
Room 528 Court House, 219 South 
Clark St., Chicago 4, IIl: 

Region 6—Missouri, Kansas, North 
Dakota, South Dakota, Minnesota, 
Iowa, Nebraska—1800 Federal Office 
Bidg., 911 Walnut St., Kansas City 6, 
Mo. 

Region 7—Texas, Arkansas, Louisi- 
ana, Oklahoma—1114 Commerce St., 
Dallas 2, Tex. 


Region 8—Colorado, Utah, Wyom- 
ing, New Mexico—Building 41, Den- 
ver Federal Center, Denver 1, Colo. 

Region 9—California, Arizona, Ne- 
vada, Territory of Hawaii—4th floor, 
49 Fourth St., San Francisco 3, Calif. 

Region 10—Washington, Oregon, 
Montana, Idaho, Territory of Alaska 
—Federal Office Building, 909 First 
Ave., Seattle 4, Wash. 

Los Angeles Business Service Cen- 
ter—1 1031 South Broadway, Los An- 
geles 15, Calif. 


FUEL OIL 


Cool Weather Hikes 
Degree Day Totals 


Cold weather hung on in most of 
the nation the week of Nov. 29-Dec. 5 
and a cool front broke a mild spell in 
the West Coast area. Minneapolis was 
the coldest reporting city for the sec- 
ond straight week, though weather 
there warmed slightly last week. 

Cold weather brought total degree 
days for November at all Southeast 
points above 1952 and also, with the 
exception of Birmingham, above nor- 
mal. 

Degree days in most points across 
the nation, however, were substantially 
below last year and normal, both for 
the season to date and for November. 

DEGREE DAYS 
Season Sept. 1-Dec. 5 
Week 


Nov. 29- 
Dec. 5, 
East Coast 1953 1952 Normal 1953 


Boston 938 1180 158 
New York (a) 753 975 136 
Philadelphia (a) 713 923 135 
Washington .... 763 961 141 

Average .. 792 1010 143 


Great Lakes 
Buffalo 
Chicago 


..1199 1517 1459# 173 
994(b)1413(b)1373(b)144 
Cleveland ... 1036 1341 1188# 174 
Detroit ..1082 1442 1384#% 170 
Toronto (a) ...1270 1544 1641 171 

Average .. 1116 1451 1409 166 


Miwest 
Denver 1190 


Minneapolis 1347 
Omaha 985 1448 1374(b) 165 
St. Louis (a) 698(b)1001 937% 111 

Average 1055 1461 1393 181 


West Coast 

San Francisco (a) 506 677 

Seattle (a) 933(b) 997 
Average 720 8 837 


1474(b) 208 
1785(b) 239 


530(b) 77 
1067# 126 
799 8102 


Southeast 

Birmingham . 549 759 598 105 

Charleston (a) .. 377 = 3305 70 

Nashville _..... 7 995 760 124 

Raleigh (a) . 762 689 124 
Average 5 723 588 106 


Degree days are on a 65-deg. F basis. 

(a) Readings at city offices. Other read- 
ings taken at airport offices. ‘ 

(b) Includes weather bureau correction. 

# Normals based on revised normals 
figures. Other normals based on old normals 
figures. 
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EDITORIALLY SPEAKING 


The industry should quit talking about “distress” 
products and “distress” prices. 

A market surplus is not “distress” nor do the 
lower prices that generally result mean “distress,” 
except to those who have not kept up with the 
general efficiency of the industry. 

Surpluses these days almost invariably come 
from planning (whether good planning or not can 
be a question), but with all the statistics available 
today on the daily state of the industry, there is 
not the slightest excuse for a company, big or 
little, running blindly without any knowledge 
whatsoever as to whether the market will absorb 
an increased output. Time was when this was not 
true, but that was 30 and more years ago back 
when some oil men were known actually to urge 
“repeal” of the “law” of supply and demand, 
just as if it had been enacted by a state legislature. 

For years now oil men have known, or should 
know, if they but would turn to any trade publi- 
cation or to a government report, exactly what 
was last week’s consumption, even down to coun- 
ties. What is more important there is available to 
all the estimates of what some of the world’s best 
economists think the consumption will be just 
next week, next year and even five, 10 and 15 
years ahead. The oil industry has developed a 
group of men who have been remarkably accurate 
in their forecasts. In this they have been helped 
by the host of similar men in other industries and 
in Washington’s bureaus. These men are not look- 
ing into crystal balls but at plain hard facts, RE- 
PORTED PUBLICLY as soon as they become 
facts; facts which these experienced minds can 
read and project well into the future. 

Every once in a while some radical reformer— 
someone who advocates change either for the sake 
of change or for the sake of whatever destructive 
interests he may be serving—wants these forecasts 
stopped because, he says they are the result of a 
“conspiracy” and “restrain” competition. If these 
advocates of ending studies of business facts would 
be consistent, then they would go back to the root 
of the matter and stop all education from the cra- 
dle to the grave, stop the publication of all books 
and papers and proceed with a program to dig out 
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Lower Oil Prices Evidence of Competition 


of people’s skulls their brain cells. (About here, 
of course, the “reformers” and uplifters would be 
up against it because where, in their vast void of 
ignorance, would they find surgeons who could 
identify and eliminate those brain cells?) 


As long as oil or any other industry keeps 
calling and thinking of its alleged surpluses as 
“distress goods” just so long will it help to muddy 
its thinking as to what that surplus really is and 
why. That surplus can result from sound thinking 
by a progressive refiner who by hard work and 
research has developed ways of producing his 
goods at lower cost. He may have decided to in- 
crease the size of his market by lowering his price 
rather than collecting more money for his goods 
This is his prerogative in law, morals and good 
business practice. Or it may be a producer with 
an increased amount of low cost oil to sell, or a 
marketer with better located, larger and more 
efficient facilities under what he thinks is better 
management. 


How an intelligent person, with a full know- 
ledge of the facts, prices his product so as to 
make his competitors fight harder for their busi- 
ness, cannot be called “distress” goods or “distress” 
pricing. The name, instead, is competition—and 
that is what the industry should be talking about. 

Of course, this matter of getting business by 
low pricing must be fairly and intelligently done. 
And the seller must make certain that it will not 
come back at him in lower prices that he cannot 
meet, or that his low prices are not contrary to the 
law of fair competition, or his own costs. 


Too many times low prices, while they cannot 
be fairly called “distress” prices, are the result of 
lack of full information as to one’s costs, lack 
of understanding as to what one’s competitor will 
do when he finds his gallonage slipping, and lack 
of appreciation of a need to lay by some extra 
cash against a rainy day and to further develop 
the business. 

There is also the charge that big companies cut 
the price one place to hamper competition while 
collecting full profits elsewhere or even raising 
prices elsewhere to compensate for the losses in 











EDITORIALLY SPEAKING 





this one spot. There was a time when that was 
common practice, as well proved in the courts, 
but there is no proof of such a situation now, 
though politically it is still charged at times. . 

The industry today is making low prices and 
they may go still lower. Some of them are un- 
doubtedly foolish, made by people who do not 
know their costs and have no regard for what a 
competitor may and can do to protect his own 
gallonage in return. 

But on the whole the industry has done what 
it should be proud of. It has reduced its cost of 
operation in a thousand different ways since the 
last war; it has met a big increase in demand and 
has prepared to meet a still bigger increase, great- 
ly to the benefit of its customers, the American 


Independents Deserve Support in 
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In their fight for a clear-cut exemption from 
the Wage-Hour Law, truly local Independent oil 
marketers are bringing to the fore one of the most 
vicious theories of the New Deal—that most every- 
thing in this country is “affected by interstate 
commerce” and hence should be regulated from 
Washington. 

They also are bringing out another vicious 
matter and that is that the expansion and extension 
of this theory is accomplished by “interpretation” 
and “definition” of interstate commerce by bu- 
reaucrats and by court decision, not by act of 
Congress or state legislatures. 

Time was when “interstate commerce” ended 
when a shipment crossed a state line and “came 
to rest” in a state; that is, when a barrel of oil 
was pushed out of a box car onto a railroad ware- 
house platform and the consignee carted it away. 
The consignee’s picking up the barrel was not in 
“interstate commerce” nor was what he did with it 
any business of the boys at Washington. 

Thanks to the broadening influence of the New 
Deal thinking and its earnest desire to dictate 
everything from Washington, if you so much to- 


= ener 


NATIONAL PETROLEUM NEWS + December 16, 1953 


public. It has ideas and new equipment and brainy 
men at work day and night still further to improve 
the industry’s efficiency for lower costs. And above 
all, the industry is engaging in the keenest kind of 
competition, competition for which it should be 
praised by government officials and the reformers. 

It is up to the industry to make the public see 
this hard competition that is increasing industry 
efficiency and lowering its costs and necessarily 
reducing its sales prices, the while it holds final 
net earnings to somewhat reasonable figures. 

It also is up to the industry to so educate all 
oil men that they use real intelligence and all the 
facts in carrying on this competition so that 
throats are not cut from ignorance or malice or 
foolishness. 


Wage-Hour Fight 


day as call up an oil company and ask the price 
of its oil you probably are participating in “inter- 
state commerce.” And you still are even when you 
apply the oil to your factory equipment. Hence 
this makes all your employes “engaged” in inter- 
state commerce and therefore under the control 
of Washington. 

If this seems a little far-fetched, think it over. 
But if the boys at Washington don’t want to claim 
that a stationary engineer squirting a few drops 
of oil that crossed a state line onto an engine 
bearing is not in “interstate commerce” that will 
be perfectly all right with us. 

Better financed interests in the oil industry and 
in all other industries might well consider joining 
the local oil marketers in their fight for a more 
democratic and home rule interpretation of “inter- 
state commerce,” because the first thing you know 
an omniscient and omnipotent Washington may be 
telling you to eat “three eggs this morning because 
the farmer needs the money” and to “close your 
service stations at 3 every day because workers 
need the rest from their arduous duties in 
INTERSTATE COMMERCE.” 








Want MORE 
of these on 
your driveway? 


More cars on your driveway mean more cash : ° 
in your till. And we'd like to show you why you're The franchise with 
bound to attract more traffic to your station when a future for you! 
you do business under the sign of Skelly Service! or Sea 


Just a few good reasons why? Skelly backs 
you up with the kind of advertising and sales promo- 
tion that get business! With the day-after-day power 
of network radio! With big-space newspaper adver- 
tising! With colorful station displays that pull more 
customers straight to you! 


SKELLY O1L COMPANY 
Marketing Headquarters: Kansas City, Me. 
YES! Without obligation, PROVE to me 


Want to know more? Mail coupon now! that | can make more money with Skelly! 


SKELLY OIL COMPANY 
Marketing Headquarters: Kansas City, Missouri 
Division Offices: Kansas City + Chicago + St. Paul « Omaha 
Cedar Rapids « Tulsa + Wichita + Denver + Dallas 


Address_____ 
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OIL MARKETS 


Gasoline Prices Cut in 


By Marvin Reid, NPN Staff Writer 


There was continued talk in refinery circles the 
past week of possible reductions in crude oil 
prices, as gasoline and distillate prices pointed 
downward in a number of wholesale marketing 
areas east of the rockies. 

But for the most part, this talk was of a “hope- 
ful” nature, and it centered around the smaller 
refiners. Most other trade sources believed crude 
prices would hold, at least for a few more weeks. 


Refiners continued to have their troubles with refined 
product inventories and prices, with just about every prod- 
uct except residual fuel in oversupply in most areas. 

Eastern ‘Gas’ Cuts General—Probably the most wide- 
spread price action during the past week started when 
Socony-Vacuum reduced its tank car and tank wagon 
regular-grade gasoline prices 0.2¢ gal. in 11 eastern states. 

This 0.2¢ reduction was met in short order by other east 
coast marketers selling from Maine to Louisiana, including 
Sun Oil Co., Esso Standard and Atlantic Refining. 

Socony’s reductions were made in New York state, all 
New England states, New Jersey, Delaware, Maryland and 
District of Columbia. 

This was the second general reduction in gasoline prices 
made by Socony since early November, bringing total re- 
duction to average of about 0.5¢. 

Socony’s premium-grade gasoline prices were not af- 
fected, with result that differential between company’s 
premium and regular has been increased to 2¢ at most 
points. (See P. 82 for Socony’s new regular-grade prices.) 

Esso Standard reduced both premium and regular-grade 
prices 0.2¢ throughout its eastern marketing territory (see 
P. 80 for new prices), while Atlantic Refining reduced its 
regular-grade tank wagon prices 0.2¢ throughout Pennsyl- 
vania and Delaware except in areas where prices already 
were depressed. Atlantic’s new prices were not available at 
NPN press time. 

Boston Distillates Slip—Kerosine and No. 2 fuel prices 
also slipped 0.25¢ in the Boston area, and trade sources 
said warm weather was “only partly to blame.” These 
sources declared that what amounted to a “price war” at 
the terminal level had come out in open. 

Generally, Boston suppliers reported they were allowing 
0.25¢ “temporary discount” on kerosine and No. 2 fuel 
sales to tank car resellers and commercial consumers, al- 
though delivered cargo prices for heating oils and retail 
prices were not affected. 

This also marked the second decline in Boston distillate 
prices in less than a month. Most suppliers reduced 0.3¢ 
for all methods of sale, including delivered cargo lots, on 
Nov. 20. 

While warmer-than-normal weather had much to do with 
lower prices in Boston area, water terminal operators said 
also that they were finding themselves “obsolete” in com- 
peting for inland business now served by pipe lines. Tanker 
terminals at east Boston, South Boston, Chelsea and Revere 
are strategically located for local distillate markets, but 
can’t compete without price differential for new business 
in Dracut, Waltham, West Boylston and Springfield. 

Cargo Prices Easy—Gulf Coast cargo distillate and gaso- 
line prices also remained easy, according to most reports, 
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Eastern States 


and the same was true for the Midwest and Mid-Continent. 

Residual fuel generally was in good shape all across the 
nation although some sources at New York and Boston 
said sales of heavy fuels for heating purposes have been 
“below expectations.” 

At the Gulf, an independent refiner hiked his No. 6 cargo 
price 10¢ to $1.95, but eight other Gulf Coast refiners con- 
tinued to quote $1.85. 

In the Midwest and Mid-Continent, No. 6 prices were up 
5¢ to $1.45, Group 3, and the market generally was de- 
scribed as tight by traders in these areas. 

Mid-Continent Lubes Lower—Lubricating oils for the 
most part continued quiet, according to reports from West- 
ern Penna. and Mid-Continent refiners, and in the Mid- 
Continent, both solvent bright stock and conventional 
bright stock prices were off 1¢ gal. Also, in bids to Argen- 
tine government for lubes, prices were lower (see P. 75). 

Liquefied petroleum gas (see P. 75) and natural gasoline 
demand remained relatively light. 

Foreign Crude Active—In international developments, 
Argentine Government awarded contracts to supply about 
51 cargoes of crude oil in 1954 to Anglo-Iranian Oil Co. 
and Asiatic Petroleum Corp. 

Prices were not disclosed, bids by these two companies 
apparently having been placed only in Buenos Aires, but 
Anglo-Iranian will supply about 4,630,500 bbls. of Kuwait- 
type crude while Asiatic will furnish about 718,200 bbls. 
of “light sweet” oil. 

Argentina also entered the market for three cargoes of 
minimum 31 gravity, high cold test, crude oil for shipment 
one cargo each in March, May and June 1954. Spokesman 
said total of about 350,000 bbls. will be needed, with each 
cargo to be approximately 120,000 bbls. Bids, FOB sup- 
pliers’ loading points, will be opened in government agency’s 
New York office at 10 a.m., Dec. 22. 

New York sources reported that international oil com- 
panies, U.S. and foreign, now are placing bids to furnish 
in excess of 100,000 b/d of new crude oil business for 
long periods ahead. Largest requirement is Brazil’s, said 
to to about 75,000 b/d. Second biggest reportedly is East 
Coast refiner’s foreign crude oil reguirements of about 
25,000 b/d for first five years and double that for second 
five. Small demands, stil subject to finalized refinery plans, 
come from Greece and Turkey. 

Oklahoma City Price War—Oklahoma City’s retail gaso- 
line price war was believed to be nearing end late in week, 
with reports that private brand service station operators 
were painting signs and getting ready to move up to 17.5¢ 
gal. for regular-grade, ex 8.5¢ state and federal taxes. 
Prices had dropped to as much as 7.1¢ “below normal” at 
one time. 

Penna. Discounts Spread—Near Altoona, Pa., “dis- 
counts” of 1.8¢ gal. off tank wagon prices were reported, 
and some reports said the city proper was affected. 

At Bedford and Breezewood, both interchange points on 
Penna. Turnpike, several majors reportedly were offering 
“discounts” of 1.8¢ off 16.5¢ tank wagon price for regular. 

Retail prices in Altoona proper continued generally at 
20.9¢, so-called “normal,” with “a few” at 19.9¢. At points 
near interchange, 18.9¢ retail prices were described as 
“common.” 

Above Penna. prices are all ex 7¢ state and federal taxes. 
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Atlantic Coast 


‘Gas’ and Distillate Prices Ease 


Regular-grade gasoline prices generally were off 0.2¢ 
per gal. at East Coast points during the past week. Heating 
oils also eased—off 0.25¢ for kerosine and No. 2 fuel at 
Boston, and 0.1¢ for latter at Bridgeport. 

Trading reports for most part fell in line with price 
developments. Gasoline generally was weak, as indicated 
by cuts of 0.2¢ by virtually all major marketers operating 
north of Charleston. Distillate prices were somewhat 
“shaky,” and continued warmer-than-normal weather back- 
ed up supply at refineries and terminals. 

New lows reported for tank car lots of regular-grade at 
several New York state and New England points included: 
Albany, 14.8¢; Buffalo, 15.4¢; Hartford, 14.5¢; Boston and 
Providence, 14.7¢; and Portland, 14.8¢. 

At New York harbor, where suppliers quoted regular- 
grade gasoline in barge lots upward from 12.7¢, uncon- 
firmed reports said that spot lots could be found as low 
as 12¢. 

The Boston distillate market weakened when Esso Stand- 
ard and several other major and Independent suppliers 
granted 0.25¢ “voluntary allowance” to tank car reseller 
buyers and commercial consumers of kerosine and No. 2 
fuel. One supplier quoted net prices for these products— 
off 0.25¢—at 10.65¢ for kerosine and 9.65¢ for No. 2 fuel. 

At Bridgeport, a major supplier reduced his No. 2 tank 
car price from 9.6¢ to 9.5¢, down 0.1¢. 

No new developments were reported in residual, and 
No. 6 fuel prices were firm, most sources said. However, 
it was pointed out that West Virginia coal can lay down 
at Philadelphia cheaper BTU-wise than bunker oil. Sources 
at New York and Boston said that heavy fuel oil demand 
for apartment and office building heating was relatively 
slack. 


Western Penna. 


Lube Prices Continue to Slip 


Downward trend in lubricating oil prices continued in 
Western Penna. the past week. Cylinder stocks were quoted 
at new lows on the current move. Gasoline prices were 
beginning to show signs of easing. Status of other products 
for the most part was unchanged. 

Several refiners reported reductions of 1¢ to 3¢ in 
their quotations for cylinder stocks. Low quotations for 
600 flash and 630 flash were off to 17¢ and 20¢ for the 
two grades, respectively, but lows for 600 s.r. and 650 s.r. 
were unchanged at 13.5¢ and 15.5¢, respectively. Several 
reports said that, in large lots, prices for all grades of 
cylinder stock “might be” shaded. 

Italian National Railways was in the market for approxi- 
mately 175,000 gals. of 630 flash for delivery in drums by 
March 1, 1954, and Yugoslavia was seeking between 32,000 
and 42,000 bbls. of bright stock for 1954 delivery. But 
refiners generally reported little demand for base lube stocks 
from the domestic trade, with shipments confined largely 
to contract movement of branded motor oils. 

One Bradford-Warren district refiner reducing his kero- 
sine price 0.7¢, to 11.25¢, and 0.6¢ reduction to 10.75¢ 
for Nos. 2 and 3 fuels. In Oil City and Pittsburgh districts, 
however, refiners said distillate fuels were fairly firm. 
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Petrolatums were described as “very firm” and some 
refiners said they expected to advance their quotations 0.25¢ 
to 0.5¢. Wax remained in short supply, prices firm. 


Midwestern (Chicago-E. St. Lovis Area) 
No. 6 Fuel Prices Up 5¢ Bbl. 


Refiners’ prices for No. 6 fuel were up 5¢ in the Mid- 
west last week and there was widespread feeling that prod- 
uct’s strength would carry prices still higher before the new 
year. 

Light fuels and gasoline remained easy. A tank car mar- 
keter reported a purchase of No. 1 fuel for resale, but open 
market interest in light products generally lagged. 

Refiners said that even though gasoline prices were in a 
“state of uncertainty,” they could “see” no immediate cut 
being made in tank wagon prices as has taken place along 
the East Coast and in parts of the South (see this page). They 
pointed out that gasoline advanced only 0.4¢ to 1¢ gal. in 
Midwest states last spring, while increases of as much as 
1.5¢ were made in the East at that time. 

Quotations for No. 6 fuel were at flat $1.45, Group 3, 
up 5¢ from $1.40. Despite higher prices, open market 
traders said product continued to be held closely by refiners 
and it would take “at least” another 5¢ to bring product 
into open market more freely. A number of trade sources 
said heavy fuel’s position pointed toward another 5¢ 
increase in “near future—probably by Jan. 1.” 

Purchase of “a few” cars of No. 1 fuel at 7.875¢, 
Group 3, for resale, was disclosed by a marketer. Quota- 
tions reported by refiners for No. 1 ranged from 8.625 to 
8.875¢. 


Chicago District 


Light, Heavy Fuel Prices Advance 


Residual fuel prices advanced 0.1 to 0.15¢ gal in Chicago 
District last week, and increases in distillate quotations 
were made against reports of “shading” as weather re- 
mained relatively mild. 

Gasoline demand reflected seasonal influences and, while 
open market call was quiet, one refiner said he was in 
process of completing a spot sale. 

Heavy fuel prices were up 0.1 to 0.15¢, with low-sulfur 
No. 6 ranging from 6.6 to 6.75¢; high-sulfur No. 6 from 
6.35 to 6.6¢; low-sulfur No. 5, 7.4¢; and high-sulfur No. 5, 
7.35 to 7.6¢. Despite higher prices, residuals continued 
to be held closely by all suppliers. 

Suppliers quoted range oil at 10.875 to 11.3¢, up 0.125¢ 
on the low; No. 2 fuel ranged from 10 to 10.25¢, up 0.25¢ 
on the low. Although distillate quotations were higher, 
several sources said prices were being “shaded” in some 
quarters, especially where spot buyers took immediate 
shipment. Instance was disclosed of consumer being quoted 
9.5¢, FOB Chicago District, for single barge of No. 2 fuel. 

Sources also said keen competition for gasoline business 
had brought on some “very sharp” bidding for large 
monthly-basis consumer business. Two large refiners, who 
thus far have not cut their consumer prices, said they 
“may have to be realistic” in order to hold customers. 
Supplier disclosed he was negotiating a spot sale of regular- 
grade gasoline at 12.5¢, FOB Chicago District; quotations 
ranged from 12.5 to 13.6¢. 
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Summary of Daily Gasoline Prices (Dec. 8 through Dec. 14) 





Monday Friday Thursday Wednesday Tyesdeg 
Motor Gasoline 93 Oct. (Premium): Dec. 14 Dec. 11 Dec. 10 Dec. 9 Dee. 8 
Tex. (Texas & New Mex. shpt.)......... 13.75-14.25 18 .76-14.25 18 .75-14.25 18 .75-14 .25 13 .75-14.25 
W. Tex. (Texas & New Mex. shpt.)......... 138.6 18.6 18.5 18.5 13.5 
E. Tex. Wt TOR) ob. ven toc ctocncccces 18.5 18.5 13.5 13. 4 13. H 
Motor Gasoline 90 Oct. um): 


(Premi 
Okla., Group 3 (Okla. shpt.)..............- 
Okla., Group 3 aang po Ss Sry 


(5)12.875-18.125 (5)12.375-18.125 
(6)12.125-18.125 (6)12.125-13.125 


(5)12 875-18 .125 SEs. 375-13 .125 (3)12 .376-18 .125 


(6)12 125-13 .125 (5)12 125-13 .125 (5)1 


2.125-13 .125 
Midwestern "(Group 8 | REFS San (3)12.125-13.125 (8)12.125-13.125 (8)12 125-13 .125 (3)12. 125-13 .125 (3)12. 125-13 .125 
N. Tex. (Texas & New Mex. shpt.)......... 18-18 .75(2) 18-18 .75(2) 13-18 .75(2) ef 7G) 18-13 .75(2) 
W. Tex. (Texas a New Mex. shpt.)......... 13-18 .75 18-18 .75 18-13 .75 18-13 .75 
Ms WO, CRUE BUM De oc cccccccesecsccsce 18-18 .75 18-138 .75 18-13 .75 18-13; ts 13-13 .75 
Cent. W. Tex. (Truck , RP EE 18 13 13 18 13 
Motor Gasoline 88 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.)......... 12.75 12.75 12.75 12.76 12.75 
W. Tex. (Texas & New Mex. shpt.)......... 13 18 18 13 18 
Tes WU CEP BO Pe ccicecicesscccscree 18 13 13 18 
Motor Gasoline 84 Oct. (Regular): 
Okla., Group 3 (Okla. <8 cs ops beebeeeset (5)11.375-11 .625 (5)11 .875-11 .625 (5)11 .876-11 .625 (3)11 .875-11 .625 (3)11. si. 625 
Mids anes any poe Pieuscceeshos % (6)11. 125-11 .625 (6)11.125-11 .625 (6)11 .125-11 .625 (5)11. 125-11 .625 (5)11.125-11 .625 
western (Grou 


O62 ce ueweeceees (6)11 .125-11 .625 
11.75-12.7 


om. ae (6)11 . 125-11 625 (5)11 . 125-11 .625 (5)11.125- ii “625 


N. Tex. (Texas & Row Me Mex: Pivcestdsce 11.75-12.7 11.75-12.7 11.75-12.7 
W. Tex. (Texas & New Mex. shpt.)......... 11.75-12 .25 i 76-12 .25 11.75-12.25 11.75-12 .25 11.75-12 .25 
Ely BON CROE BMP d dececccccccccccees (2)11.75-12.25 (2)11.75-12 .25 (2)11.75-12 .25 (2)11.75-12 .25 (2)11.75-12.25 
Motor Gasoline 82 Oct. Bg oh 
N. Tex. (Texas & New Mex. shpt.)......... (2)11 . 75-12 .25 (2)11. 75-12 .25 (2)11. 75-12 .25 (2)11.75-12 .25 (2)11 . 75-12 .25 
Wie, SE, REVUE BUND, oc ccencccetececeres 11.75-12 11.75-12 11.75-12 11.75-12 11, 75-12 
Cent. W. Tex. (Truck cba So ¥e00u sees 11.75 11.75 11.75 11.75 11.75 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. or. 10 .6-10 .875(2) 10 .56-10 .875(2) 10 .5-10 .875(2)x 10 .5-11.125 10 .5-11 .125 
Okla. Group 3 Lene yy 10 .375-10 875 10 .375-10 875 10 .875-10 .875 10 .875-10 .875(2) 10 .875-10 .875 
Midwestern (Group 8 basis) ° 10 . 875-10 .875 10 .375-10 .875 10 .875-10 .875 10 .875-10 .875 10 .375-10 .875 
8 Tex. (Texas & New Mex. shpt.). - 10.75-11.8 10 .75-11.8 10.75-11.8 10 .75-11.8 10.75-11.8 
W. Tex. (Texas & New Mex. shpt.). : 11.25-11.5 11.25-11.5 11 .25-11.5 





Cent. W. Tex. 1 US eppeeonee 
Motor Gasoline 92 Oct. (Premium): 


(2)11-11 .125 
il 





(2)11-11 125 
ll 


11.25-11.5 11.25-11.5 
(2)11-11 .125 (2)11-11 .125 (2)11-11 .125 
ll ll ll 





_ >" ) | eet 15 .4-15.7 15 .4-15.7 15 .4-15.7 15 .4-15 .7 15 .4-15.7 
New York harbor, barges.................. 15 .8-15.6 15 .8-15 .6 15 .3-15 .6 15 .3-15.6 16 .3-15.6 
a ~ on og babes eeswhensesoecsecscecdees 15 .8-16 x15 .8-16 16(2) 16(2) 16(2) 
tA hese bbiesodees O0ebgudednt.s 14,4-16.6 14.4-16.6 14.4-16.6 14.4-16.6 14.4-16 .6 
Baltimore, PE tetinkcbwccentenvecksaes 14.4 14.4 14.4 14.4 14.4 
Motor Gasoline 86 Oct. (Regular): 
3 ESE ASR err 14.1-14.15 x14.1-14.15 14.15-14.3 14.15-14.3 14.15-14.3 
New Y harbor, barges...............0++ 12.7-13.8 12.7-13.8 12.7-13.8 12.7-13.8 12.7-13.8 
SE WO CPEs occee See ce tb isecadoes 14.1-14.3 x14.1-14.3x 14.3-14.5 14.3-14.5 14.3-14.5 
DG. + vuboan cherecbeateede 14.4 14.4 14. 14.4 14.4 
Web ease C4Ge dese cd secoscubessod x12 .9-14.2x (2)13.1-14.4 (2)18 .1-14.4 (2)13 .1-14.4 
BUI cP Rees nes dicey cccedens 04> 138 (2)18 .1-14.4 13 13 13 
Motor Gasoline: 13 
Western Penna., Bradford-Warren: 
90 ( CDocet denadtacs sépeccd ceases 15.15(2) 15 .15(2) 15.15(2) 15.15(2 15 .15(2) 
SINE caves bdadbnde 04 tae0eeess 14.15(2) 14.15(2) 14.15(2) 14.15(2 14.15(2) 
Western Penna., Oil City: 
PR cet abs ccuhwshweetane deeb 14.75-15.15 14.75-15 .15 14, 75-15 .15 14.75-15 .15 14_75-15 .15 
ee MD hub echob0s ccccsensdaccds 18 .75-14 .15(2) 18 .75-14 .15(2) 13 .75-14.15(2) 18 . 75-14 .15(2) 18 .75-14 .16(2) 
Western Penna., Pittsburgh: 
id ad cebu besecnsseeveecseqae 15.5 15.5 15 6 15.5 15.5 
ae es GID. on cube cde ven nadncsdavece 13.95 18.95 18.95 18.95 18.95 
Mid-Continent In Kansas, regular-grade gasoline ranged upward from 


Residual Prices Up, Lubes Down 


Residual fuel prices ranged 5¢ bbl. higher in Arkansas 
and Oklahoma the past week, following increases reported 
by several refiners, but lubricating oil quotations were 
lower. There also were lower prices reported by some 
refiners for gasoline, but for the most part to levels pre- 
ee quoted. Open market trading generally remained 
slow. 

In Arkansas, new residual prices were: $2.20 for No. 4; 
$2.00 for No. 5; and $1.85 for No. 6. In Oklahoma, No. 6 
prices ranged upward from $1.45 for both northern and 
local shipment. Most trade sources said Oklahoma residual 
market was tight at $1.45, although there were some reports 
from resellers that material was hard to move at any level 
over $1.45. 

Both gasoline and distillate stocks remained large in the 
Mid-Continent. Some refiners said burning oil demand was 
fair against contracts, but all reported little, if any demand 
from open market buyers. One refiner said it was “any- 
body’s guess whether present gasoline and distillate prices 
will hold.” 


74 


11.125¢ gal., 0.125¢ lower than refiners previously quoted. 
Several in Oklahoma dropped their quotations but lows of 
ranges in this area were unchanged at 12.125¢ for premium, 
11.125¢ for regular. 

Solvent bright stock, 150-160 vis., 95 v.i., ranged from 
22¢ to 24¢, following reductions of 1¢ gal. made by one 
refiner. Conventional brights were off to: 22.5¢ for 200 vis.; 
19.5¢ for 150-160, 0-10 p.p.; 19¢ for 150-160, 10-25 p.p.; 
and 18.5¢ for 120 vis. Most sources described lubricating 
oils as “very slow.” 


Central Michigan 


Products Demand Hits Steady Pace 


Despite unfavorable weather conditions, demand for all 
products maintained a steady pace in Central Michigan last 
week. No price changes or open market trading were re- 
ported by refiners. 

Refiners said mild weather thus far has delayed the usual 
winter buying of auxiliary distillates by other larger refiners. 


NATIONAL PETR@LEUM NEWS + December 16, 1953 





— 


2 pee ty AP 





ee 


sbi AR eins 











NPN Gasoline Index 


cents per gal. 
Dealer T.W. Tank Car 


Dec. 14 paar 16.34 12.70 
Month Ago . a 16.37 12.64 
Year Ago nae alae 15.27 11.64 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighed average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville, Boston and Gulf Coast. 











It was pointed out that large refiners have extended their 
transport truck operations in order to keep plant inventories 
down and stave off cutting crude runs for lack of storage 
space. 

Refiners who earlier this month said there were some 
“low” prices for residual fuels still “kicking around,” de- 
clared that a steadier call for these grades had tended to 
stabilize prices in these areas. 

Several sources said call for gasoline was better than 
average for mid-December, while light fuels could stand 
improvement. 


Gulf Coast 


Bunker Oil Only Firm Product 


Consensus at the Gulf the past week was that bunker 
“C” fuel oil was the only firm product from the standpoint 
of price. Gasoline and distillate quotations continued weak, 
and trading generally was at a slow pace. 

While no changes were reported in the lows of price 
ranges for gasolines and distillates, reports generally said 
that firm bids would bring out lower offerings. The trouble 
was there just weren’t any firm bids for products other than 
heavy fuel. 

Refiners in general continued to hold surplus inventories 
of gasoline, and it was known that some sellers had 
“sweetened” their 1954 contract terms to upriver buyers 
in order to hasten closings. 

Warm weather up north still held back buyers of spot 
lots of kerosine and No. 2 fuel. In addition, reductions 
recently made in delivered contract cargo No. 2 fuel prices 
at New York—from 9¢ to 8.8¢—killed off several inquiries 
for early No. 2 fuel, FOB Gulf. Product bought at 8.125¢ 
would lay down at New York, after transportation costs, 
at “about 9¢,” it was pointed out. 

Advance of 10¢ per bbl., to $1.95, in his price for 
-bunker “C” fuel oil in cargo lots was made by Independent 
refiner. Eight other refiners continued to quote $1.85 
per bbl. 


Butane Demand Slow in Mid-Continent 


Demand for butane continues quiet in the Mid-Con- 
tinent, according to most trade sources. “It’s unusual 
winter,” some producers say, in that spot butane still 
can be obtained cheaper than propane. 


Spot butane reportedly could be found in seller’s cars 
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at 3.25¢, Group 3, the past week. Spot propane was 
held for minimum 3.5¢, and quantities were “not too 
large.” In normal winters, spot butane usually is 1¢ 
higher than propane. 

Demand for butane for winter gasoline has not been 
up to expectations, according to reports. Some refiners 
are cutting back on gasoline output, others are ordering 
less butane against shut-downs for clean-out at turn of 
year. 

Contract prices of producers are unchanged at 4¢ for 
propane, and from 4¢ to 5¢ for butane-propane mix 
and butane, Group 3. While contract butane prices are 
well above spot, it was pointed out that buyers will 
“gladly” pay 4.75¢ and higher to be assured of sellers’ 
tank car transportation throughout the winter. Severe 
cold spell still could put strain on existing transportation 
facilities to meet demands. 


Lube Prices Down in Argentine Bids 


New York—Prices as much as 1.52¢ gal. lower than 
were quoted last summer (see July 22, NPN, P. 35) have 
been submitted for solvent refined bright stock and neutral 
oil for January shipment in bids to Argentine government 
here. 

In current bidding at New York, Asiatic Petroleum was 
apparently low with 18.18¢ gal. for bright stock, 14.73¢ 
gal. for 500 vis. neutral, both prices FOB Philadelphia. 
Other bids may have been submitted direct to Beunos Aires 
but details were not available here. 

Argentine tender called for approximate quantities of 
various oils for January delivery as follows: Mid-Continent 
solvent bright stock in bulk, 1,109,000 gals.; 500 vis. sol- 
vent neutral in bulk, 660,000 gals.; turbine oil in drums, 
52,500 gals.; and hydraulic oil in drums, 52,500 gals. 
Bids submitted as New York follow. Bulk prices are all 
FOB Gulf ports, drum prices all FAS Gulf ports, except 
as noted: 


Hy- 
Bright 500 Turbine drauiic 
Stock Neutral Oil Oil 
(bulk) (bulk) (drums) (drums) 
Asiatic Petroleum . 18.18¢* 14.73¢* 32.48¢* 31.3¢* 
Commerce Oil 19.60 16.73 27.87 27.08 
O. P. Cottrell 19.82 16.43 27.95** no bid 
Mercury Oil 
& Shipping no bid no bid 26.98 27.59 
Penola Oil 20.00 17.25 41.00 30.00 


Petroleum 

Specialties 18.64 15.63 
Sinclair Oil no bid no bid 
Tiona Pet. 19.94 17.19 


(*) Philadelphia (**) New York 


27.44 28.24 
28.00 26.25 
no bid no bid 





Crude Oil Prices 


No changes were reported in crude oil prices in 
week ended Dec. 12. For complete price sched- 
ules, see P. 56 & 58 of Nov. 25 issue. 














in effect December 14 at Refineries and Terminals 


Gasoline CALIFORNIA 


OKLA., Group 3 (Okla. shpt.) 
90 Oct. Prem.. (6)12 375-13 .125 


84 Oct. Reg.. ceeeeeee (6)11.375-11 625 
60 Oct. M & below. 10 5-10 .875(2)x 


OKLA., Group 3 (Northern shpt.) 
(6)12 125-13 .125 
(6)11 125-11 .625 
10 375-10 .875 


MIDWESTERN (Group 3 basis) 
: . (8)12.125-13 125 

. (6)11.125-11 .625 
10 875-10 .875 


18 .75-14 .25 
18-13. eG) 
12.7 
11.75-12.7 
(2)11 . 75-12 .25 
10 .75-11.8 


gq FRPRT: 
z 


No 6 fuel... . 


22essa 22288 
ooo 
£225 


° 
§ 


2 


(2)11 75-12 
11 .75-12 
(2)11-11. 


B2zSs = 
sf RRRRAR 


OKLA., Group 3 (Okla. shpt.) 


OKLA., Group 3 (Northern shpt.) 


... (6)8.875-9 .375 
‘ 8 .625-9 


ARK. (For shipment to Ark. & La.) 


@ BS 


(2)14 1-18.1 
(2)13 .1-15 .6(2) 


rPNNenDnwewoe 
sBEns | 
2 


Pend 
~ 
a 


17 .85-18 .6 
15 .85-16 .1 


(3)11 .25-11 55x 
; 11(2)x 
(2)10 . 75-11 .25x 


. (2)10.75-11 05x 
x10 5-10.85 


17 85-18 .6 
15 .85-16.1 


fuel 
36-40 gravity fuel. 


Oil City: 
1165-11 .95 


Kerosine, Gas & Fuel Oils . rn 1-11 18 


11-11.1 

. (2)10.75-11.05 
10.75 

10.75 


11.4-11.65 
10.9 


11.4 
(2)10.4-11.1 
(2)10 .9-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 
12 .35-12 .8(2) 
12.35-13.1 
12.3-12 8 
a 5-11 .85 
11.175-11 6x 
)8 .25-10 
avr an. ae 4 -25(2) 


(5)8 .875-9 .25 


MIDWESTERN (Group 3 basis) 


41-43 Wow... 6. ce cece 


N. TEX. (Texas & New Mex. shpt.) 
41-43 “ bo pen dbeunpsevine 


42-44 
58 & chore D.I. Diesel 


12 .25-12 .625 (2) No. 6 fuel 


12 25-13 375 

x11.125-11.75 
11.125-12 375 
x10 38-11 .625 


No. 6 fuel 
15 .15(2) 
14.15(2) 


-+ ++ (3)8.875-9.25 


OHIO—Quotations of S.O. Ohio for delivery te 
Ohio points: 


Dien Chagint & Med.).. 


CALIFORNIA 
San - pais Valley Dist.: 


adie 9.2-10(2) 40-43 w. 


Heav: tue (PS 400).. 
a-9.  ~ ale Light fuel (PS 300) 
$1 .40-1.76 Diesel fuel (PS a0 


W. TEX. (Texas & New Mex. shpt.) 


San Francisco Dist.: 


40-43 w 14.3-14.8 
Heavy “fuel (PSs a. $2 .05-2.15 
Ee aety weh  F bea neees $2 .35(2) 
Diesel fuel (PS 200). 12.2-13.3 
Stove dist. (PS 1 18.7-14.8 


E. TEX. (Truck transport lots) 


14.75-15 .15 
13 .75-14 .15(2) 


15.5 


} -- ay ea of 8.0. Ohio for delivery to 
Ohio points 


KANSAS (For Kansas destinations only) 

42-44 WW... eee ceses 

52 & below D.I. Diesel 
Diesel 


Prices herewith are syoroduced, from Platt’s OJLGRAM a= Oil 
Price associated with National Petroleum News, 
resentatives in all NPN-OILGRAM offices devote their time pa he 


ri il prices everywhere. 
p Baty ym he anes .gyisee of or quotations or general 
ed prices by refiners, by. pipeline terminal union, ped 


terminal o 3, for current sales and shipments; for the busi- 
except Tank Wagon prices, 


| 
ly 


prices are for 


ba 


a 
ia) 


Los Angeles Dist.: 
anes ee 2 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
pay in any Mid-Continent manufacturing 
istrict. 


FOB GROUP 3 


5.5 (Quotations) 


FOB BRECKENRIDGE 


$1.90-2. 
$1.45-1.75 5 (Quotations) 


distribution or publication. During period of short supply, some sellers 

withhol uotations to new customers er the 
posting of firm prices but _give OFLGRAM the prices they otherwise 
would quote to ~gt my! . pe and which 
regular customers and suc Bh hoa 
Gasoline ratings are by “AS TM Method 

w | Ay M is a to nit indicate vat a ies & 

by ASTM Method. For further details of eae opety 
te any NPN—OILGRAM office or see back of any pret ILCRAM 
Service invoice. 

For complete price service delivered om from nearest OILGRAM 
publishing office, New York, Chicago Houston, address Pilatt’s 
OIL M Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 
Subscription rate in U.S.: $150 i year, payable in advance. 


NATIONAL PETROLEUM NEWS + December 16, 1953 








Naphthas & Solvents 


12.375(3) 


(2)13 125-13 375 
_(2)14 125-14. 625 





WESTERN PENNA. 
Oil City: 
Stoddard solvent.... . 


Pittsburgh: 
Stoddard solvent 


OH1IO—Quotations of S.0. Ohio for delivery 
to Ohio points: 

V.M.&P. naphtha........... 18.0 
Mineral spirits & stod 


17.0 
15.875 


€. TEXAS (Truck Trnspt. lot«) 
Stoddard solvent 12.25 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 11.5 


KANSAS (For Kans., Dest'n. only) 
Stoddard solvent 12.5 
ATLANTIC COAST 


V.M.&P. Mineral 
Naphtha Spirits 

New York Harbor. 18(4) 17(6) 
17.5(4) 16 .5(5) 
é 16 .6(8) 
18 .5(4) 17.6(5) 
ee 17.615) 


Petrolatums 
WESTERN PENNA. 


(Bbis., carloads; tank car, 1 to 1.5¢ less) 
Snow white 7.125-7.75 


6. 75-7 375(2) 
6 .625-7 .25 
6 .125-6 .75(2) 


tubricating Oils 


WESTERN PENNA. 
Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 
Viscous Neutrals—No. Sot, Vin t 70° F. 
Vis. (180 at 100°) 420-425 4. wes 
eS x24.5 
Nanay x23 .5 
(2 )22-23 
«21.5 


x20.5 
(2)19-20(2) 


25 p.t ar 
ling Vis. (148 at 100° ) 400-405 fi. 
0 p.t 


Bright Stocks 

145-155 vis. at 210°, 540-550 fl. No. 8 col. 
re x20 5 

15 p.t...... x19 5 

a (2)18-19(2) 


Cylinder Stocks 


600 s.r. filter bl. 
650 s.r... 

600 flash. . 

630 flash . 


14(2)x 

16(2)x 
x(2)17-19x 

0-21 
MIDCONTINENT LUBES 
FOB Tulsa basis, for shipment Ke 4 


. domestic 
right Stocks, vis. at 210° Neutrals, vis. 
100°, 0-10 p. p. 


Neutral Oile—Conventiona! 


Bright Stock—Conventional 
200 vis. D: 
x22.5 


x19 5-205 
«19-20 .5 


10-25 p.p......... 
ag Hv vis. D: 


«18.5 


Bright Stock— Solvent 
150-160 vis. 0-10 p.p., 95 v.i. x22-24(2) 


Neutral Oile—Solvent (95 v.i.) 


Cylinder Stocks 
600 s.r., olive green 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 2,0° 
a et vis., 0-10 pour test, 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 
18 .76-15 
14.75-16 
16 .25-17 
17 .25-18 5 


(Vis. at 100° F. FOB S. Tex., refineries for do 
mestic 


and/or export shipment.) 


PALE ro a 
Vis. 
1%-2 : ss 12 
ot nln Ah. 
SRO s.< chin ces 
Ze sa 16.7 
vex (2)1% 25-17 
(2)18-18. 


12 

18. 
14. 
15. 


¢ 16. 
_ (2)17.25-17 
(2)18-18 .75(4) 








ty SCULLY SIGNAL COMPANY 
an 


Conadion Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


oa fn 
‘ tank. installations 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 














lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt’s 
OILGRAM Price Service, 330 
W. 42nd St., New York 36, N. Y. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 





comPLETE DAILY oll PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu: 


A McGRAW HILL PUBLICATION 
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PRICES in effect December 14 at Refineries and Terminals—Cont. 


LPG Prices Atlantic & Gulf Coasts 


(Of refi FOB refineries, in cents per gal. tae are | ie te FOB their refineries & tanker terminals and of tanker terminal operators. FOB their 
ame, SOS 
eee trucks) Is. prices are exclusive of lighterage. 
1 Industrial 92 Oct. 86 Oct. 63 Oct. 
Propane Prem Keses 


° Reg. os 
8.75 Gasoline Gasoline Gasoline No. 1 Focr (*) No. 2 Fuel (*) 
8.5(8) 15 .4-15.7 x14.1-14.15 








sees 4 ° ‘ x 
7.5 13 





x16 .5-16.7(5) x(4)14.7-14.9(4) [3.7 x10 65-10 .9(15) 
(2)14.1-15 25 x12.75-18.25 .... 1165) 
13 5(2) 11 5-12.65 arr 
18 25-14.25  @)12.25-12.3 ae 10-10 25 
do +15 (QY8.25-18 5 (2)12-12.3 iets 9 .625-9.75 
WESTERN PENNA. (T.C., in Bulk) — eppapbbtiibon ? engl a Taha — 
White Crude Scale: (2)14.4-15 .4x 13 .4(3) PTT TY i 1(4) 10.2(2) 
r H+ eli, - “aga “24x i116 — @y10.3-10.88@2) 9.1.9-3(2) 
eee 4x 4x x . .a~ 
124-126 A.m.p..........++5- 5(4 wah 136 12°6 apie 9-103 "35-87 
SEABOARD . x14 6-15 .6x 13-18.8 wits 11 .05(7) 10.05(6) 
eo ph . eeee 
py pettas qetete oso AMP. OF bichee hee BME. Mb 8-16 xi4.1-14.8x eee 10.6(10) 9.6410) 
FOB refinery: scale fa bage or bite. fully refined, do was 14.4 
at oe hee cesses oe Peel. OT Ty 
oF bbls, f rly refined in ” _ x16 5-16 .7(3) x14_7(4) Rey 
Crud LY. LY. 14.4-15.7x 13.4-18.76)  .... 10 .65(7) 
ny ple apage eg r pa 142-15 .6x 13.2-18.6(4) |... 11.7(8) 10 .55(5) 


N.C 18 .9-15 .35(2) 12 .6-13 .15 «12.35 11(7) 10 .2(7) 
Fully Refined: 
128-5.. 
125-7.... 
128-30... x8 .45(8) 
130-32... 
188-6.... 55(3) t i Gas House Diesel Oil (*) Light Diesel 
135-7.... * 05-8 .55 55x Gas Oils Shore Plants Ships’ Bunkers Heavy Diesel * 
138-40. x8 .55(3) 8.55 (*) No. 4 Fuel (50 cet., 55 d.i.) (45 cet., 45 d.i.) Ships’ Bunkers 
143-5... (2)8.55 : & 
149-51... 10.55 Geax See... Sea $4.18(4) 


10.7(4) 

















Chicago District Prices 


Prices to jobbers & distributors car 


and/or truck lots FOB refineries, 
nnd or track’ tranepors ote FOB, Tetnerie, pipe 





4.473(5) 
4.473(3) 





«10 .875-11.3 
x(5)10-10 .25(2) 





2.9976) 108) 

cess 10 .65(4) 
10-714) 

“2i8) 10.814 





2.80 10.6515 : 
10.55(6 4.429-4 .481(4) 


10 .8(2) 4.30(8) 


we ge eon nal et 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS No. 6 Fael 
Guarantee Max. 1,% Sulfur Ships’ 


$2.25(15) (2)$2.85-2.48 35-2. $2.25(10) 
2.25(4) 2.43 2:40 2.25(4) 
1.95 ail ree 1.952) 
2-29(5) 2.43 ; 2.29(5) 
2.20(8 ond nate 2.20(8) 
95 mee. ati (8)1 95-2. 10 
1.95(11) 


2156) 
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(In Ships’ Diesel Bunker C 
Bunkers, or Fuel 

Deep Tank Lots) (P.S. 200) (p's 200) 

San Pedro, Calif.. $4.20(5) $1.80(5) 

San Francisco... . 4.41(4) 1.85(4) 

Portland, Ore... .. 4.62(4) 2.10(4) 


*)At Atlantic Coast refineries and terminals south of Marylan d at T prices of some sellers 
4.62(4) 2.10(4) : i Bitte Peas eboatinn one Eee dae phan ne cee. is ficeeeaoen 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Coree poten axe FOB att at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents, tanker tersainal operators. The figure in parentheses after each price indicates 
the number of companies : quoting that price. 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 19.75 
Grade 100/130 18.25 
Grade 91/96 


Kerosine & Light Fuels 
. Kerosine 

41-43 W16-9-9 125-9 .25-9.5-9 .625(8)-9.75(2) 

sd No. 2 Fuel.. .8.125-8.25-8.5(8)-8 625(8)-8.75(8) 


9.75(2) I & Gas Oil 

8 .25-8 .75(3) 
48-52 Diesel Index........... 8 .25-8 .5-8 .875(3) 
58-57 Diesel Index 8 .375-9(3) 


18 .25(8)-18 .875-13 .625 


“2. 7 

90 Oct jum 5-12. 50.38. .875-12-13 .25(2) 
Heavy Fuels )Cargoes 

No. 5 Fuel, 0-10 p.t.. . 2.22... eeeees $2 .60-2 .65 
Bunker “C” Fuel... .$1.85(8)-$1 .90-$1 .95-$2 .00 


x10 0.25-10. 875-10 . 75-11-11 .125 


70-72 Oct. Leaded -9. 75-10-10 .6(2)-10 . 75x 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales taxes, 
ete., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per degree of gravity 
applies for gravities below and above those shown). 
Persian Gulf 
Company Price 
Esso Export 
M. E. Crude Sales 
Socony-Vacuum 
Esso Export 
Anglo-Iranian 
Shell Petroleum 
Socony-Vacuum 
Anglo-Iranian 
Gulf Exploration 
Anglo-Iranian 
Export 
Shell Petroleum 
Socony-Vaeuum 


Leading Port Effective Date 
Ras Tanura, Saudi Arabia 

Ras Tanura, Saudi Arabia 

Ras Tanura, Saudi Arabia 

Fao, Iraq 

Fao, Iraq 

Fao, Iraq 


Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
ng te ot Kuwait 


ponennners rene rersrersrs 
KRSSRVKSLSLES 


z 
2h 


ronoronetorore 
SSSSSRS 


Esso Ex 

M. E. Crude Sales 

Socony-Vacuum 

ag 
xport 

Shell Petroleum 

Socony-Vacuum 


; 


Fy 
sseeee 


gtEEE 





Venezuelan Crude Prices 

Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deepwater 
terminals at ay named, and are sub. to crude availability and company’s requirements; 2c per bbl. 
differential per degree of gravity a plies for gravities below and above those shown, except for Lagunillas 
Heavy for which price shown appl ee comm rdiess of gravity. Price applicable for each is that in effect 
at time vessel tenders for loading. er Bs purchases ay in fields, prices shown are basis for such chases 
with 4. being made for terminaling and p line services in accordance with published tariffs. 


Creole not subject to contracts with econ government are made at prices established 
by schedule chown below less le per bbl. 


Price Effective 
Crude Gravity Api $/Barrel FOB 
Las Piedras or Amuay 


Las Phe 
Las Piedras or Amuay 
Amuay 


woebennp nee cpeseoepenenense es 
SERBSSSSSSISRES 


Aviation Gasoline Prices 


iPass ave Ser tants anon, Ranges ep tends tennapest tates aviation gasoli 
5572, unless otherwise noted.) 





Grade 100/130 Grade 91/96 


18.1(2) 

18.2 
1 
Al 





.65 


1075-1115 
11.8-12.15 
yn 8-11.15 


1i.2-11.45(8) : 
8.58 1(4) 
7.85(4) 


8 .85(2) 7 85a 
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TANK CAR BUYERS 


e 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 





REFINERS MMARKETING CO. 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
O’FTFTH AVENUE NEW YORK 7 2 





BARKOW PETROLEUM CO. 


Barrelling—Blending—Canning 


DOMESTIC and EXPORT 
Richmond—Seattile 
P. O. Box 335, Point Station 
RICHMOND, CALIF 














This Is Your 


Market Place! 


Write tedey for Advertising 
NATIONAL PETROLEUM NEWS 


330 West 42nd Street 
New York 36, N. Y. 














PRICES in effect December 14—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices, 
inspection fees as shown in next column. Gasoline tares, shown in unless pecwies sae m are as 7 
separate column, include 2c federal and state taxes; also city and count. Ala. 1/40c gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 
taxes as indicated in footnotes. Kerosine tank wagon prices also do 2/25c; Kans. 17100; La. 1/32c; “Minn. 5/200c; Mo. 1/gse3 Neb. 2/3 00c; 
not include taxes; kerosine taxes where levied are indicated in footnotes. Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25¢; 1/8¢; S. D. 


Discount, if any, are shown in footnotes. These prices in effect Dec. 14, 
principal marketing companies at their 


1953, as posted by 
offices, but subject to later correction. 


Atlantic 
Atlantic Gasoline* Kero. & 
Refining ( (Regular Grade) No. 1 
Cons. Dir. 


Fi 
T.W. T.W. Taxes 
7 


.. 16 
Harrisburg.. 16 
Philadelphia. 15 
Pittsburgh... 16 
weeding. - a 
Wilkes Barre 15 
Williamsport 16 
Wilmington, 

Del 


16 
. 16 


a wm SCHAACALCOAMRARK SCS @ Wei -3-331 
MOwKMOnDe: :: 


16.2 


15.7 
15.4 


Mineral Spirits V.M.&P. 
T.W. 
20.0 
23.0 


o o a ‘ = 
ae © & HM SCHAMERCOAMHAHK CS ® ALNMABDHAARAN 
CO OC D8 PB AMMAAMAAMAAA AHR A AW AAQAAIA 
eco ce &© & SeeeseoeseseoeSeS® So © © SSeesoecSo 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 
Philadelphia, Pa - 6.43 


Notes: 

Kerosine—Thru Pa. & Del., add lc per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add lc for de deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits on Pty apply to Stoddard 

ven’ 


*NB—Above prices do not reflect 0.2¢ reduc- 
tion, effective Dec. 11; detailed prices not 
available at NPN press time. 


(Nn. are Continental's 
Cont’! tank-wagon enya nay ood selling 
Oil may vary those shown 
use of tonnt pA 


ne 
Billings, Mont... 
Butte 


ek kh) ded ok ed od oad 
CBPOAROV*FDoOnow 
aanoamooooooesooooo 


tax Jes 4 Jen. th city 
taxes: Albuquerque & Roswell, 0.5c: 
Fe, le; Cheyenne, ic; yg le. — 
Sait Lake Clty 
and Twin Falls gasoli: d 
kerosine prices apply for deliveries of less then 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct Ic. 
Notes: 
T. W. prices are to consumers and dealers. 





80 


1/40c; Tenn. 2/Se; and Wisc. 3/100c. 


/ 
quarters’ Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/Se. 


CHEVRON 
Standard of (Regular) Av. 80/87 Gaso- 


California T.T. o. 
400 Gals & over 


San Fran., Cal... ‘ 19.6 
15 19 


Esso Gasoline 
(Regular Grade) 
Gasoline 
Dir. 
T.W. Taxes 
5 


Esso 
Standard 


fentts City, N. J.. 


Fresno 

Phoenix, Ariz. . 
Reno, Nev....... 
Portland, Ore.... 
Seattle, Wash... . 
Spokane 
Tacoma. . 


Salt Lake, U..... 
Honolulu, . A 
Fairbanks, Alaska 


LSSSESRSSBRS 

OO O30 OO ee et 0 
> ® 00 ~2 00 00 00 00 00 ~3 ~2 00 OO 
concoounmunmonsooso 


Standard 


| Woe wonnae-awonwown 


Honolulu. . . . 
Fairbanks... . 


we . 
OAR WAIGOWAIAAENOCOKHWSNOUANEOCHROON DOORS 
WIM WIOGOHOIMAANCOKHRNOUIVISOHROONHOHORS 
DOOOGOOOOOOOO OOO OO Ow ~3-2-3-300 0 IH DN 
mocoooocoooooo ooo Sooo Oooo OOS SoOSoOSSO 


Caner awee © 


Little ] Reck, ‘Ark. 
’ Naphthas T.W. & Steel =. 
Min Spirits V.M.&P. 


Taxes: Newark, N. J. 
3,600 gals. 


/ 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 
Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron — 80/87, add to 
ibe for 200-399 gnlo. except 1 

‘or gals., except 
Marine trade in Alaska (excl Nave 
ee 80/87) where 0.5¢ differential 

40-399 gal. delivery; for less than 40 gals. 
aaa 5.0¢ gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to’ Shoreside ide trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
SS all ———, in excess of 4 


2.2¢ a gy 
nage 


FUEL OILS—T.w. 
No. 1 oy No.4 No.6 
Atlantic _ N. J.. 


2.9 
Newark. . Suevece See 8 $3.744 $2_836 
3.79 2.85 
ret 2.89 





7) 
nM ONM~WH OOD w 


a 


) for Guantity de 
than 40 gal. deliveries, add 


i prices do not in- 


tax. 

Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington ‘prise is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbi. 

+ Effective Dec. 11. 





gals. ( ° 
ron Aviation 80/87 quantity FS Prices, 
oe ae 91/98, 5.0e¢ for 100/130 and 8.0¢ for 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to Pe wm ws) of 400 gals. & over. 

For other deliveries: less than 40 gals., "ead 
8c; 200-399 gals. add 1c; 40-199 gals., add 4c; 
tank car/truck trail er; deduct 1.5¢. Salt Lake 
City posted tank truck Price is for minimum 
40 gal. deliveries. 


(Prices per imperial gal. ; te 
Imperial arrive at S pee per U. S. gal. 


btract 1 . 
Standard Diesel/Furnace Oil & Standard Oil _ (et 


Stove Oil—T.T. prices are for deliveries of 400 Regular Grade) 
gals. or more. For other deliveries: 40-199 Dealer Gasoline sine 
gals., add ic; m4 gals., add 0.5c; less T.W. Taxes T.W. 
than 40 gals., add St. John’s Nfld. . . 14.0 25.8 
*Standard No. 2 one Oil. Halifax, N. S.. 15.0 2 
St. John, N. B.. 24.2 

Sere. 


Kero- 


8 
io 
= 


Regular 

T.W. Retail Taxes Wagon tail 
14.8 20.1 6.0 18.3 17.5 
14.8 20.1 6.0 18.38 17.5 
4.7 ; 13.3 17.5 
13.3 17.5 


BSBRBRSSSSE BS 
CSaeRawoeeedD wD 
° ha . . . 
coocoee@ooooo © 
BERSSSRRK 
Pe eet er rere) 


in] 
- 
— 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 


Taxes: Gasoline taxes are provincial taxes. 
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ARO PUMPS for 
Volume Delivery / 


Hi-y 2 

oll olume 
MOTOR TRANS ) 
supply PumP | FER Pump 


fluids. Provides faves ong 
transfer fluids from 


* 


ae. 


working y 
reservoirg. 
light-weight 


¥ 
F, 


type d us ‘ Ne 
400 Ib. a yf 


handles all light. 
bodied fluids. 


ARO BUILT DEPENDABILITY! 


The Aro Equipment Corp., Bryan, Ohio 


Without obligation, send bulletin giving complete details 


on the new Aro Motor Oil Supply Pump and Hi-Volume 
Transfer Pump. 


LUBE 
EQUIPMENT 


Also ... AIR TOOLS . .. AIRCRAFT 
PRODUCTS ... GREASE FITTINGS 
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PRICES in effect December 14—Tank Wagon—Cont. 


Secony Vacuum 
Grade Crna Grade tMobilgas Maggies Grade) 
Gasoline 80 91 100 Cons. Dir. Cons. 
Taxes T.VW. T.W. T.W. TC. TC. TF 


New York City: 
Manh. 


no: 


6 
6 
6 
6 
6 
6 
6 
6 


on 
on 


Mt. Vernon........ 
Plattsburg 


Pele ed edand ed od adenk aii oelk asl 


yra 
Bridgeport, Conn. . 
Danbury. . 
Hartford 

New Haven..... 
Bangor, Me.... 
Portland 

Boston, Mass ‘ 
Concord, N. H.. . 
Lancaster. . 
Manchester. . 
Portsmouth...... ‘3 
Providence, R. I.. a) sane 
Burlington, Vt.... 12.5 12.5 
Rutland - case ers éven 13.0 dees wees ces 
Tank Wagon Prices Buffalo i. ¥. Ci Rochester s Providence 
ta Sg oe a a ae 19.5 18.0 20.5 22.0 19. 


Vv. M. Naphtha ge a de 21.5 22.5 23.5 21.5 


tng N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobil Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. or more 
Mobilfuel Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
matens —— T.C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
ective Dec. 11. 


Ohio Standard 


+ Of: CNHAONKNNNrO: -r- 
AO: MrAowwowownn 

: SP: we RE a 

: 2O: ANSCCHORBwBAD wo 


: : : ye: § 
+ CRORS: ArwWa Hew: ow : 


> CWOMS: RUMM Arrow: a : 


5.4 
14.7 
15.8 


eccossooooooSoooosoSeSoOoSsSoOoSSOSSSO 
tn 00 © So ~3 mS OS bo 0 0 02 Om bo Sa me 99 92 9 
Ot 00 © Go =3m S ONO 00 00 60 OO me me OO S ~3 me A200 9d 99 


AAIMAIATIAIBBWAAAAAMM*AAD 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sohie Sohio Sohio Con- R S.R D.C. V.M.&P. Sohio 
Gasoline Avia. Avia. Avia. sumer Sol Naph- Naph- Varno- ‘Sole Kerosine No.1 No.2 
axes T.W. tha tha lene vent T.W. _— Sohio- 
eat 


= 
Dp 


Akron 
Canton. 
Cincinnati 
Cleveland 
Columbus 


iv] 
w 


cooocooboosos 
8 
. 
8 
= 


SSSSSSSSSa ¥ 


0) e.. 


nore 
os . . s . . *e . 
Cow weoOoOOOUOOS 


80 
23. 
23. 
23. 
23. 
23. 
23. 
23. 
23. 
23. 
23. 
23. 
23. 


coooooooeooseco 
20 G0 tw co 60 co oo 00 OO oo to tow 
SURBEREEEEEE 
o 
SESEESESESEEE 
cooocooooooeososoo 
SESERBEBSSBE 
ecscoooocoocsoooo 
SEREEEEEBNEN 
ceooocoooooscso 

j SESEEEEESEEES 


Zanesville. . . 13. 
renActO to. operators | can purchase aviation gasoline less te per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
m supplier 
its: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add ic per gal., 1-49 gals. add 2c per gal. 
a & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For 8 ~ deliveries: 150-499 &. mada 2c; less than 150 


to 
—) 


Ceting (third grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 


Indiana Standard 


Tank wagon ee listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
(Ree. Grade) Gaso- K joo 108. eo 11s 350 850 
eg. le aso- Kero- 1 1 
Cone 1-99 gals. 175 349 849 gals. gals. Kentucky 
= & over ou. gals. gals. over & over Standard 


Chicago, Ill...... 
South Ben 14.8 


i 


Covaaiet, Ky. 








Ct eel ell eal aediartlend 
$e 60 0 “3 33-9. 00 HC 
oo Ion HOH OO 
AAIAIDAIBRIAIAHa 
cocooooon 


Milwaukee, Wise.... 14.5 


se 
COCCHMMMBOSOOOOOOS 
ecocooesoesooooooo 


Fuel Oile—T.W.—Chicago, Il. Fire-Chief Gasoline 
Standard Stanolex 
Heater Oil Furnace Oil 
15.3 
ey Ft. Worth... 
14.3 oe Falls.. 
13.8 marillo 
Stanolex Stanolex 
Fuel A Fuel C 
8.5 
t 7.75 
Mo., gasoline tax includes 1c 
.» kerosine and furnace 
oil prices do not include do state tax. State Notes: 
occupation, consumer & use taxes to ; 
added where applicable. ° Consumer t.w. prices are same as net dealer 
*“Temporary” price. : prices. 


eS Se SS Se Rr Re ee 
oa 


DARARMAHIIAABAAARAHAIH 
DOP PRORODHIDDONIE 
AAMRAMWANWROAM- wow 


tax col includes these city & 
county taxes: Mobile, 2c we Birmingham, ic 
county ; ery oy le city & lec county; 
———.* - i er taxes not included in 
kerosine, 1c; apmaemery. 

Gan te les Mississippi kerosine 0.5c. 
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DISPLAYED: Advertisements set in special type’ or with border— 


0 per column inch. 


$13.5) 
UNDISPLAYED: “For Sale”, “Wanted to Buy”, “Help Wanted” 
“Business Opportunities’, Miscellaneous classifica- 
in type this size without border—30 cents a word. Minimum 


tions set 
charge $7.50 per insertion. 


CLASSIFIED 


Box number counts 
two weeks preceding date of issue. 


All classified advertisements are payable in advance. 


“Positions Wanted”—15 cents a word. Minimum charge $3 per insertion. 
2 words. Copy must reach us by Wednesday 


No agency commission or cash discounts on classified advertisements 





Position Wanted 


ONE EXPERIENCED IN SALES ADMINIS- 
TRATION, sales policy and general office pro- 
cedure with a large container manufacturer 
desires to relocate with a moderate size pro- 
gressive concern as a consultant on sales 
problems or office manager. Preferably the 
midwest or south. Bex 842. 


SERVICE STATION FIELD ENGINEER— 
7 years experience engineering department of 
major oil company. Familiar with all duties of 
S. S. Field Engineer. Desire New York, New 
Jersey or Connecticut area. Box 844. 


AN EXPERIENCED MATURE PERSON 
with a diversified sales and technical back- 
ground at the wholesale level in all petroleum 
products, is interested in making a new con- 
nection. Association has been with both major 
and independent refiners. Box 846. 


Position Open 


HELP WANTED: EXPERIENCED ENGI- 
NEER-SALESMAN to take charge of Oil 
Burner Department of well established firm in 
the South. Should have experience in steam 
and industrial sales and installation super- 
vision. Write qualifications and salary re- 
quirements to Box 845 


ADVERTISERS’ INDEX 


Ansul Chemical Co. 8 
Anthony Co. 23 
Aro Equipment Corp. 81 
Ashland Oil & Refining Co., 3rd Cover 
Autocar Div. White Motor Co. 19 


Barkow Petroleum Co. 79 
Barrett Mfg. Co. 
Betts Machine Co. 


Birmingham Tank Co. 


Champion Pneumatic Machinery 
Co. 


Champlin Refining Co. 
Chevrolet Motor Div. GMC 
Cities Service Oil Co. 


Crane Co. 


Deep Rock Oil Corp. 
Detroit Testing Laboratory, Inc. 


DuPont de Nemours & Co., Inc., 
E. I. es 49 


Ever-tite Coupling Co. 9 


For Sale 


ONE JETOMATIC AUTOMOBILE WASHER 
(automatic type) made by Jet Spray Auto 
Washer Co., in excellent condition. Contact 
Meenan Oil Co., Box 714, Levittown, N. Y 


1948 STUDEBAKER with 4 compartment 
streamline tank: 1230 gallon capacity, meter, 
hose and side racks. Also: 1944 Dodge with 4 
compartment tank, hose and side racks. Both 
have large new engines, now in service, re- 
placing with larger units. Fayette Gasoline 
and Oil Co., Uniontown, Penna. Phone 8-5343. 


TRAILER TANKS—2—4250 Fruehaufs, one 

compartment, steam coils, 3” lines, asphalt or 

heavy oil, $1150.00; 15—5000 gallon, 2 to 5 

compartment, Fruehauf, Butler, Standard Steel 

tandems, $2250.00 - $2950.00. Bruce E. 

Hackett Co., 621 W. 58th St., Kansas City, 
Mo. 


FOR SALE: 5000 GALLON, 3 COMPART- 
MENT, Fruehauf and Frazier trailers, com- 
pletely reconditioned and painted. Also new 
6300 gallon Standard Steel Casing head trail- 
ers available. Write or phone Harmon Tank 
& Welding, P.O. Box 1512, Lubbock, Texas. 
Phone 2-6521. 


28-50-51 
44-45 


Gilbert & Barker Mfg. Co. 
Goodrich Rubber Co., B. F. 


Goodyear Tire & Rubber 
Co. 4th Cover 


Greeff & Co., R. W. 16 
Guardian Light Co. 31 


Hartol Petroleum Corp. 79 
Heil Co. 


Kim Hotstart Mfg. Co. 
Mack Mfg. Corp. 


Neptune Meter Co. 
New England Petroleum Corp. 


OPW Corp. 


Oronite Chemical Co. 


Patent Chemicals, Inc. 


Pratt Poster Co. 


Refiners Marketing Co. 
Republic Oil Refining Co. 
Richfield Oil Corp. of N. Y. 
Roper Corp., George D. 
Rotary Lift Co. 
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For Sale 





ACTIVE 
Heating & Fuel oil Business 
Established since 1936 
Includes Land & Building 
Located in Central New York 
Serving 350 Fuel Accounts 
Box 847 








An advertisement in NPN's 
Classified Section will bring 
you quick, effective results 
at low cost. 


NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N. Y. 


WRITE TODAY 











Scully Signal Co. 

Shell Oil Co. 

Skelly Oil Co. 71 
Steber Mfg. Co. 46 


Stewart Warner Corp. 2nd Cover 


U. S. Steel Corp. 41 
Universal Oil Products Co. 


Wayne Pump Co. 
Westinghouse Air Brake Co. 
Wheaton Brass Works 

White Motor Co. 

Wilson, K. R. 

Wood Co., John 





New NPN Address 


NATIONAL PETROLEUM NEws 
has moved its publishing head- 
quarters from Cleveland to New 
York City. Readers should di- 
rect all correspondence now to 
the new NPN address: 


330 West 42nd Street 
New York 36, N. Y. 


The new NPN telephone num- 
ber is Longacre 4-3000. 

















Here’s why YOU can make more profit with the new 





LIGHTEST WEIGHT FOR 
EXTRA-GALLON PAYLOAD 


Each pound eliminated in Heil Transports means 
money earned in additional gallonage and reduced 
operating costs. The new Heil 6000-gallon light- 
weight tank actually weighs 1000-lbs. less than the 
former conventional unit of 5750-gallon capacity. 
This provides an additional payload of 250-gallons 
per trip, with the same gross weight. On the basis of 
one trip a day, it means hauling a bonus payload of 
almost 100,000-gallons per year. Think what this 
means, profit-wise, in your highly competitive business! 


GREATER STRUCTURAL STRENGTH 
FOR LONG SERVICE LIFE 


Add extra years of service to extra gallons hauled 
per year and you see why the Heil lightweight trans- 
port is a real money-maker. Heil’s new transports are 
structually stronger than ever, with the stamina to 
stand up under years of punishing service. Heil 
research has proved that the fewer the number of 
separate pieces it takes to build a transport, the 
greater its strength and potential life. In the new light- 
weight design, 58 fewer pieces are used than in previ- 
ous models, and 220 less feet of welding are necessary! 


NEW HEIL TRIPLE-DISHED HEADS 





One of the most revolutionary advancements in the 
Heil lightweight transport is the design of the new 
triple-dished heads, the strongest ever developed. 
These deeply dished, reinforced heads are formed and 
flanged in one operation by a Heil-designed hydraulic 
press to assure precise uniformity for strong, straight 
tank structure. Closed box-section reinforcing chan- 
nels welded to the integrally formed straight-edge 
surfaces of the heads separate the three deep-dished 
contours and make an unbelievably strong unit. Inten- 
sive stress and strain gauge tests show the new Heil 
heads to be the most resistant to liquid surge, and the 
most efficient in transfer of shear loads from tank shell 
to fifth wheel and running gear. 








TANK LEADERSHIP ) 


Le 











NEW Heil Trailerized Transports are the lightest and strong- 
est ever built by Heil, weight-engineered to let you carry more gallons per pound of 
tank weight. Customers appreciate the faster, better service . . . drivers like the 
road-easy handling and greater margin of safety of these lighter weight transports 

. and you profit by the bonus-payload design and rugged construction that pay 
off in sustained earning power year after year. Heil new-style transports are de- 
signed for even greater stamina and structural strength than previous Heil models, 
which already led the field in long-life construction. 

For greater payload, well within legal load limitations, for lower operating and 
maintenance costs, and for long, trouble-free service life ... be sure to investigate 


every bonus feature of the new Heil Trailerized Petroleum Transport. Write for 
complete details today. 


tHE HEIL co. 


3037 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 


DEPARTMENT 37123 


FACTORIES: MILWAUKEE, WIS. — HILLSIDE, N. J. 
Sales Offices: New York, Hillside, Washington, D. C., Atlanta, Cleveland, Milwaukee, 
Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle; Rio de Janeiro, Brazil. 


TURP TIriyY-TWU YEARS 





NEW PRESIDENT of the Nebraska Petroleum Marketers Assn., Fred K. Evans 
(second from right), receives congratulations from retiring president E. H. Lohr, of 
Columbus, Neb. Also shown are: Glen Martin (extreme left), of Falls City, new 
first vice president; and H. H. Hahn (right), executive secretary 


DIRECTORS attending the Nebraska Petroleum Marketers convention included (left 
to right): Art W. Johnson of Blair; J. W. Trenchard of Cambridge; Allen Davison 


of Beatrice; and Larry Caskey of Stanton. 


New directors are: Mr. Caskey, Mr. 


Trenchard and (not shown) Harold Jacobs, of Lincoln, and Allen Davison, of Beatrice 


A. P. Williams has been named 
chairman of the Massachusetts Oil 
Industry Information Committee. He 
is the Boston public relations repre- 
sentative for Esso Standard Oil Co. 


e 
George W. Kangisser, Eastern Oil 
Co., Worcester, was elected executive 
vice chairman for Western Massachu- 
setts. Executive vice chairman for 
eastern part of the state is R. Y. Grant, 
Gulf Oil Corp., Boston. 


* 

T. C. Moroney, Honolulu Oil Corp., 
San Francisco, received the Oil In- 
formation Committee’s “Go Devil” 
award for 1953. The award was made 
by the Western Oil and Gas Assn. 
which last year adopted an incentive 


86 


plan, called the “Go Devil” program, 
to encourage participation by oilmen 
in the field activities of Oil Informa- 
tion Committee. 
e 

Frank M. Porter, president of the 
American Petroleum Institute, has 
been named by the Gasoline Mer- 
chants of Brooklyn, Inc., as the oil 
man who contributed most to the wel- 
fare of the gasoline retailer during 
1953. 


* 

Charles E. Bonine has been ap- 
pointed manager of chemical product 
sales for Atlantic Refining Co. in 
Philadelphia. Prior to his promotion 
he served as home office sales man- 
ager of chemical product sales. 


Reynolds C. Buckley, of Hartol 
Petroleum Corp., has been elected 
president of the New Jersey Oil Trade 
Assn. for the 1954 term. Mr. Buckley 
has been vice president of the associa- 
tion for two years, and is mayor of 
Rahway, N.J. 

Other new officers of the association 
are: J. E. Zabriskie, Gulf Oil Corp., 
vice president; Albert F. Germaine, 
Petroleum Heat & Power Co. of Union 
County, treasurer; Joseph F. Bardsley, 
Esso Standard Oil Co., secretary; and 
Arthur Phillips, National Oil & Supply 
Co., national Counsellor. Victor M. 
Jones, Adam Cook’s Sons, continues 
as executive secretary. 

New directors of the association are: 
Henry Muller, Muller Fuel & Oil Co.; 
Foster Jones, NOPCO Chemical Co.; 
Fred B. Loeffler, American Mineral 
Spirits Co.; L. W. Schreihofer, Amer- 
ican Oil & Supply Co.; Herbert R. 
Ritter, H. R. Ritter Trucking Co.; 
Irving Handshuh, Acme _ Refining 
Corp.; and John D. Stacey, Canfield 
Oil Co. 


* 

J. W. Jones, jobber in San Angelo, 
Tex., has built one new truck stop 
and remodeled five stations during the 
past two years. The truck stop covers 
86,000 square feet of _round and in- 
cludes sleeping quarters, a cafe and 
parking space. 

The station remodeling program in- 
cluded installation of tile rest rooms, 
new lighting, pumps and other equip- 
ment and remodeled offices and can- 
opies. Mr. Jones plans to build at 
least One more unit next year. 


a 
Mary Emrick, of Standard Oil of 
California’s public relations depart- 
ment in San Francisco, has been 
elected president of the San Francisco 
chapter of the Desk and Derrick Club 
for 1954. 
e 


W. G. Arey, 
president of 
Arey Oil Co., 
Shelby, N. C., re- 
cently completed 
construction of 
five new service 
stations. His 
company serves 
a marketing area 
that includes 
Cleveland, Ruth- 
erford, Gaston, 
and Lincoln, N. C., and is presently 
moving into Cherokee, S. C. A new 
bulk plant is being built by his com- 
pany in the town of Forest City, N. 
C., to take care of the company’s 
growing business in Rutherford 
County. 


W. G. Arey 
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THE COST OFA 
GOOD METER is 
PEANUTS... 
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COMPARED WITH THE MONEY IT SAVES 





One of your tank truck meters may be making 2800 fuel oil sales and handling 
$75,000 of your money every year! Your bulk plant meters are capable of 
delivering their own value in gasoline in less than half an hour! If a meter's 
accuracy slips only a fraction between tests, you can't afford the losses you'll 
have. Neither can you afford to test the meter all the time. 

Maintenance costs are important, too, for every dollar spent on repairs 
means you lose the profits on many gallons sold. Sustained meter accuracy 
and low maintenance quickly outweigh all other considerations such as dif- 
ferences in initial price and pumping costs. Insist on the finest meters you can 
buy . . . Red Seals . . . for all your trucks and loading racks. 


Want proof of sustained “! drove a tank truck with a Red Seal meter for six 


accuracy? Read what these °° put 13,000,000 galions through the meter, with- 


ovt a single repair bill,” states a man in Texas. 
Red Seal users say: 


Another Red Seal user in New Jersey asked Neptune 
to modernize six 3” meters that had delivered more 
ad than $0,000,000 galions apiece. Each measuring cham- 
« ber needed only two inexpensive replacement parts. 
“We feel these meters paid for themselves within the 
first six months,” says a Mi ta oil pany which 

has Red Seal Print-O-Meters in four bulk plonts. 























Fecuracy You Can bank On 


NEPTUNE METER COMPANY 


SO WEST SOth STREET «© NEW YORK 20, N. Y. Branch Offices: 


ATLANTA + BOSTON + CHICAGO + DALLAS - DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. - SAN FRANCISCO 

IN CANADA: WEPTUNE METERS LTD., 


95-C 1430 LAKESHORE RD., TORONTO 14, ONT. 
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ABOUT OIL PEOPLE 





MR. AND MRS. JOSEPH LAFORTUNE (center) were honored at the formal 
opening of Notre Dame’s new LaFortune Student Center, which was made possible 
by a $125,000 gift from the LaFortunes. Expressing the gratitude of the university 
at the opening were: Rev. Theodore M. Hesburgh, C.S.C. (extreme left), president 


of Notre Dame, and James Richards (extreme right), 


who spoke for the student 


body. Mr. LaFortune, a 1916 alumnus of Notre Dame is deputy Petroleum Adminis- 


trator for Defense. Mr. 


LaFortune worked his way through Notre Dame after 


being admitted, under special provisions, with no formal high school education 


Reorganization of Union Oil of 
California’s marketing field organiza- 
tion to separate wholesale and retail 
sales resulted in the following per- 
sonnel changes in the southwestern 
states: 

J. W. Miller, Southwest territory 
manager (southern California, Arizona 
and southern Nevada), will have two 
assistants: H. W. (Hoot) Bragg, in 
charge of wholesale sales and H. D. 
McCarthy, in charge of retail sales. 

Arizona district-—C. E. Denton, 
formerly Arizona district sales man- 
ager, is now district sales manager 
wholesale. T. R. McGilliard, formerly 
retail representative, is district sales 
manager-retail. 

Bakersfield-Hollywood district (now 
consolidated)}—C. A. Goughnour, 
formerly Bakersfield district sales 
manager, is district sales manager- 
wholesale, with headquarters in Bak- 
ersfield. R. H. Rockwell, formerly 
Hollywood district sales manager, is 
now district sales manager-retail with 
headquarters in Hollywood. 

Pasadena-Riverside district (now 
consolidated) — Dumont Kimmell, 
formerly personnel representative in 
the Southwest territory office, is now 
district sales manager-wholesale, with 
headquarters in Pasadena. Ed Kendall, 
Jr., formerly retail representative in 
Hollywood, is now district sales man- 
ager-retail, with headquarters in Pasa- 
dena. J. S. Foster, formerly Riverside 
district sales manager, is now district 
sales manager-retail, with headquart- 
ers in Riverside. 

Long Beach-San Diego district (now 


consolidated)—A. R. Ousdahl, for- 
merly Long Beach district sales man- 
ager, is district sales manager-whole- 
sale, with headquarters in Long Beach. 
D. R. Hepburn, formerly in the South- 
west territory office, is district sales 
manager-retail, with headquarters in 
Long Beach. Frank Culling, formerly 
San Diego district sales manager, is 
district sales manager-retail, with 
headquarters in San Diego. 

Los Angeles district—P. H. Boyd, 
formerly Los Angeles district sales 
manager, is district sales manager- 
wholesale. A. E. Grogan, formerly 
Pasadena district manager, is district 
sales manager-retail. 

No changes were made 
Santa Barbara district. 


in the 


a 

G. C. Pfahler, former assistant man- 
ager, Indianapolis division, for The 
Texas Co.’s domestic sales department, 
has been named assistant manager of 
the central territory, with headquarters 
in Chicago. He replaces L. F. Ray- 
mond, who is retiring after 19 years 
with the company. 

H. L. Knearl will succeed Mr. 
Pfahler and E. M. Blume has been 
appointed northern Indiana state man- 
ager. 


J 
Thomas F. Dowd, Jr. has been ap- 
pointed president of the Vickers Petro- 


leum Co., Inc., of Wichita, Kan., 
effective Jan. 1. Mr. Dowd was special 
assistant to the comptroller of Socony- 
Vacuum Oil Co. Earlier he was con- 
troller of the Continental Oil Co. in 
Ponca City, Okla. 


COMING MEETINGS 


JANUARY—1954 


Kentucky Petrol 





Marketers igen Brown 

Hotel, Louisville, Ky., Jan. 6-7. 

Secy. of Automotive Engineers, Sheraton- 
Cadillac and Statler Hotels, Detroit, Mich., 
Jan. 11-15. 

Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 

Kansas Oil Men’s Assn., 39th annual con- 
vention, Lassen Hotel, Wichita, Kansas, 
Jan. 19-20. 


FEBRUARY 


Missouri Petroleum Assn., 
Louis, Feb. 8-10. 

Western Petroleum Refiners Assn., regional 
meeting, Hotel Beaumont, Beaumont, Tex., 
Feb. 11-12. 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17. 

lowa Independent Oil Jobbers Assn., annual 
convention, Fort Des Moines Hotel, Des 
Moines, Iowa, Feb. 17-18 

Wisconsin Petroleum hem. ep P age Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


Chase Hotel, St. 


MARCH 


Texas Oil Jebbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 

Western Petroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31. 


APRIL 


American Society of Lubrica:ion Engineers, 
Netherland-Plaza, Cincinnati, Ohio, April 
-7. 

National Petroleum Assn., 5ist semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 


MAY 


American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 
3-5. 

American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 

National Highway Users Conference, Fifth 
Highway Transportation Congress, May- 
flower Hotel, Washington, May 4-6. 

Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

American Petroleum Institute, Division of 
Transportation products pipe line confer- 
ence, Warwick Hotel, Philadelphia, May 
10-12. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May. 10-13. 

Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind. May 12-13. 
Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 
Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 

nah, Ga., May 13-15. 

Oil Heat Institute of America, Ben Franklin 
Hotel, Philadelphia, May 17. 

American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 

Hotel, Denver, Colo., May 17-19. 

North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 


JUNE 


Pennsylvania Grade Crude Oil Assn., 3ist an- 
nual meeting, Hotel William Penn., Pitts- 
burgh, June 3-4. 


SEPTEMBER 
National Petroleum Assn., 52nd annual meet- 
> eae Traymore, Atlantic City, Sept. 
-17. 
OCTOBER 
National Assn. of Oil Equipment Jobbers, 4th 


annual meeting, ress Hotel, Chicago, 
October 10-12. 
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The “COLONEL” This was Ashland 


Oil’s first towboat, acquired in 1925. A 60- 
foot-long stern-wheeler, equipped with a 
30 b.p. kerosene engine, it was used with 
a 40,000-gallon barge. 


THE IDEA THAT GREW 


It’s a far cry from the one-lunged “Colonel” to the “Aetna-Louisville” 
which, with its complement of barges, is more than a fifth of a mile 
long and can push as much as 200,000 barrels of crude oil. 


The river fleet of Ashland Oil consists of seven diesel towboats and 
94 tank barges. These are moving more than two billion ton-miles of 
crude oil and refined oil products annually. 


Independent jobbers will find they profit by our effective use of water 
transportation. Write for our merchandising programs built around 
either your own brand name of gasoline or our “Flying Octanes” brand. 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


The Independent Brand for Independents 


ALTON, ILL.—2616 E. Broadway; BUFFALO, N. Y.—800 Ellicott Square; CINCINNATI, O. 
—1402 Federal Reserve Bank Bidg.; CLEVELAND, O.—Siandard Bidg.; EVANSVILLE, IND. 
—2500 Broadway; FINDLAY, O.—P.O. Box 210; LOUISVILLE, KY.—3005 Dumesnil; NASH- 
VILLE, TENN.—5 E. Main; PADUCAH, KY.—R.R. No. 4; PITTSBURGH, PA.—711 Park Bidg. 





Mr. Distributor: 


HERE’S THE COMPLETE ANSWER 
TO HOSE SUPPLY PROBLEMS 


ee ae 


IT’S GOODYEAR . . . with every type and con- and trade advertising that really sells 
struction of hose that petroleum marketers hose 


may need or desire ... With the simplified ordering, handling, 


.. with top-quality hose that’s specifically stocking and billing that come from deal- 
designed for long, efficient handling of ing with a single source of supply 


petroleum products .. with an accepted jobber franchise policy 


... With a proved record of satisfied, repeat that assures you of more profits for less 
users won by long service at low cost trouble. 


‘ R ; Get the full story on Goodyear’s Jobber 
sf rie ha wars tes: grange ly = = o Program, today. You and your customers will 
Name in Rubber” y © ivreates be glad you did. Just fill out the coupon for 
the prompt return of complete details on the 

.. with continuous, hard-hitting, national complete answer to hose supply problems. 





THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Industrial Products Division 
Akron 16, Ohio 


Please sand me full details on your Jobber Program for Hose 
NAME 








FIRM NAME 





STREET ADDRESS. 





CITY. STATE 


GOODFYE 


THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday—NBC TV Network 




















